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1850 PURELY MUTUAL 1929 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 
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SEVENTY-NINTH YEAR 


$122,615,356 
115,848,591 





Surplus, par basis (Market Value basis, $7,038,315) 6,766,765 
Dividends paid in 1928 3,939,539 
Insurance in force 565,606,406 


Seventy-eight years of constructive mutual policyholders’ service. 


$75,187,527 of new paid-for business issued in 1928 of which 31% was on the 
lives of old policyholders. 


Paid to policyholders since organization, $210,193,791, which, with assets to 
their credit, exceeds the premiums received by $28,294,433. 


NO NON-MEDICAL, GROUP, OR SUB-STANDARD BUSINESS WRITTEN 














Membership in this company demands evidence that the physical condition of the applicant is substantially on an equaiity 
with the condition of existing members at the time they were admitted. Any departure from this practice jeopardizes the equity of 
membership and is a discrimination against existing members. Medical examination is a distinct advantage to the applicant in the 


interests of his continued good health. 


A Complete Statement will be sent on request 
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46th ANNUAL STATEMENT 


Security Fire Insurance Company 
DAVENPORT, IOWA 





December 3lst, 1928 


ASSETS 
Mortgages, Bonds, Real Estate, and 


other assets $1,832,193 .52 Reserve for unadjusted and unpaid 


LIABILITIES 


Reserve for reinsurance (pro rata)... $ 864,848.70 


37,836.51 


Cash in Bank, subject to check 115,395 . 07 Reserve for taxes, agency expenses 


Premiums in course of collection 


120.573 .92 and contingencies 104,515.33 


Cash Capital 500,000.00 





Surplus 560,961.97 





$2,068,162.51 $2,068,162.51 











ASSETS Policyholders 


$ 290,750.47 

300,653 . 99 

350,888.71 

412,192.76 

493,216.00 

518,108.58 

601,820.30 

1,509,068 . 94 640,548 . 34 
1,588,927 . 26 701,429.94 


$2,068,162.51 $1,060,961.97 
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Security Mutual Casualty Co. 
Cash Assets $9,902,640 Cash Surplus $2,710,000 


Fundamentally Right Economically Operated Financially Sound 


The largest carrier in 
the United States of 


Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- 
sation and/or Employers Liability 
All Forms of Public Liability, including 
Automobile and other Casualty Lines 


Inquiries Invited 


HENRY W. IVES & CO. 


United States Underwriting Managers 
75 FULTON ST., N. Y. Telephone Beekman 6727 


FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
BURGLARY, FIDELITY & SURETY 


1928 


CONVENTION YEAR 
BOOK 


NOW READY FOR DISTRIBUTION 


An invaluable book to all Life Insurance Sales- 
men, Managers, General Agents and Field Men. 


The Convention Year Book contains the best of the 
sales talks and addresses of leaders in the business given by 
them at national and local insurance meetings, conventions 
and sales congresses during the year 1928. This book pre- 
serves in permanent form the best thought of the business 
on life insurance and life insurance salesmanship. 


Among those who help to make this book valuable are: 
Prof. S. S. Huebner, M. A. Linton, Martin L. Davey, 
Stephen S. Wise, Frank Pennell, Joseph G. Keon, Hugh D. 
Hart, R. E. Spaulding, Milton A. Woodward, Claris Adams 
and a score of others equally prominent. 


Many an agent has paid much and traveled many miles 
to hear a few of these talks. Here you have the best from 
all over the country and indexed for ready reference for 
only $3.00 a copy, plus postage. 


Send Your Order to 


THE INSURANCE FIELD CO. 
P. O. Box 617 Louisville, Ky. 
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CO-OPERATIVE ADVER= 
TISING PLAN 


Details of National Campaign for Life 
Companes 


SCHEME CALLS FOR $500,000 A YEAR 


Funds to Be Raised by Percentage Tax on 
New and Old Business of Co-operat- 
ing Companies 
The advertising committees of the National 
Association of Life Underwriters and of the 
Life Insurance Sales Research Bureau have 
just announced plans for a national co-operative 
advertising campaign to assist in securing bet- 
ter agents, in reducing terminations, and in re- 
ducing sales resistance to qualified agents. The 
plans call for a minimum expenditure of $500,- 
000 per year for three years. The funds will 
be secured by having the co-operating com- 
panies contribute seven cents per $1000 of new 
ordinary insurance paid-for, plus four one-hun- 
dredths of one per cent of the renewal premium 
income from ordinary business. Particular 
emphasis is laid upon means of promoting the 
most effective use of the advertising by the 

agency forces of the co-operating companies. 

When the Bureau’s committee, after two 
years of careful study, reported to the Bureau’s 
annual meeting in Chicago in October, 1928, 
that a co-operative advertising campaign would 
be very valuable and feasible, the meeting ex- 
pressed itself as heartily in favor of national 
advertising and asked the committee to prepare 
definite plans for proceeding, and to present 
them to the companies. 

The Bureau committee felt that it would be 
highly desirable to co-ordinate its efforts with 
the only other group that had been selected by 
the life insurance business to deal with co-opera- 
tive advertising. Accordingly, it has held meet- 
ings with the advertising committee of the Na- 
tional Association of Life Underwriters and 
the two committees have developed and agreed 
upon the plans. In the past there has been 
much discussion of national co-operative ad- 
vertising but these are the first concrete pro- 
posals ever presented to the life insurance busi- 
ness. The value and practicability of co-opera- 
tive advertising are shown by the Bureau Com- 
mittee’s report on “Co-operative Advertising 
and the Distribution of Ordinary Life Insur- 
ance” and by these plans. It remains for the 
companies to avail themselves of one of the 
greatest forces in modern business. 

The advertising committee of the Bureau con- 
sists of the following persons: M. A. Linton, 
vice-president of the Provident Mutual, chair- 
man; Philip Burnet, président, Continental 
American; W. W. Jaeger, vice-president and 
director of agencies, Bankers Life Company; 

(Concluded on page 6) 


AGENTS THRESH OUT 
PROBLEMS 


Oil Association Controversy Features 
Mid-Winter Conference at Birm- 
ingham 


INSTALMENT PREMIUM PLANS 
SCRUTINIZED 


National Association Considers Endorse- 
ment of Alternative to Compulsory 
Automobile Insurance 
By Rosert W. SHEEHAN 
BirMINGHAM, ALA., March 13.—Training 
their guns on three important objectives, mem- 
bers of the National Association of Insurance 
Agents attending the Mid-Winter Conference 
at the Hotel Tutwiler here plunged into the 
first day’s business session with such vigor and 
enthusiasm that President R. P. De Van’s re- 
luctant gavel rapped out adjournment barely 
in time for early diners to keep their appoint- 
ments. Discussion of agents’ commissions on 
insurance covering oil, cotton and other indus- 
tries handled by so-called “pools,” instalment 
payments of insurance premiums and compul- 
sory automobile insurance furnished the high 
spots of Wednesday’s sessions. The subject of 
conference and co-operation was put over un- 

til Thursday. 

At the conclusion of the meeting the execu- 
tive committee announced that if hotel and 
transportation accommodations proved to be 
adequate and satisfactory the 1929 annual meet- 
ing of the Association would be held in De- 
troit. 

At the conclusion of his address, summarized 
in last week’s issue of THe Spectator, Presi- 
dent De Van introduced Walter H. Bennett of 
New York, secretary and counsel of the Asso- 
ciation, whom he asked to discuss the oil sit- 
uation. 

The oil controversy began, Mr. Bennett told 
his hearers, when the Oil Insurance Associa- 
tion issued a scrap of paper bearing a half 
dozen words to the effect that agents’ com- 
mission on the class of business coming under 
their jurisdiction would henceforth be a flat 
10 per cent. Briefly sketching the history of 
the Oil Association, the speaker said that it 
was called into existence ten years ago to care 
for the highly concentrated and increased val- 
ues in oil brought about by the progress and 
development of this country’s natural resources. 
Some seventy-five or eighty companies made up 
the Association, Mr. Bennett explained, and the 
practice was to have the agent controlling the 
business write it through the company he rep- 
resented, whereupon it was automatically divided 
among the other members of the pool. It was 


(Concluded on page 19) 
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VOICE INSURANCE FOR 
THE ‘*TALKIES”’ 


New Motion Picture Development 
Brings Demand for Indemnity 


COMMONWEALTH CASUALTY ISSUES 
UNIQUE POLICY 


Company Insures Voice of Corinne Griffith 
for $1,000,000 

PHILADELPHIA, PEeNNA., March 19.—The 
“talkies,” which revolutionized the motion pic- 
ture industry overnight, have developed a new 
field of coverage for insurance companies—if 
the companies desire to avail themselves of the 
opportunity. This new coverage is indemnity 
insuring the producers against loss in the event 
of the total and permanent loss of the voices 
of their stars. 

The first policy of this kind has just been is- 
sued by the Commonwealth Casualty Company 
of this city. It was writen for one year and 
was taken out by First National Pictures, 
which is controlled by Warner Brothers. The 
policy agrees to pay the picture company $1,- 
000,000 in the event of total and permanent 
loss of the voice of Corinne Griffith. 


E. W. Cook, vice-president and general man- 
ager of the Commonwealth, declared that his 
company did not solicit the business but that 
the contract, which is partly health insurance 
but more a plain indemnity, was offered to the 
company by Lang & Company, insurance agents 
of New York and Philadelphia. 

Mr. Cook would not reveal the premium on 
the policy but admitted that it was high. 

Asked whether his company planned a drive 
for this new business, Mr. Cook replied in the 
negative. However, replying to further ques- 
tions, he said that, under certain conditions and 
certain circumstances, and considering the risk 
in question, the business might be profitable. 

The writing of the $1,000,000 policy on the 
voice of Corinne Griffith, raises the question 
as to whether the companies will go after this 
business. The popularity of the “talkies” and 
their phenomenal financial returns have caused 
the film producers to sign many famous stage 
stars such as Al Jolson, Fannie Brice, Jeanne 
Eagels and George Jessel. The movie men are 
spending thousands of dollars in advertising to 
sell their stars and, with the entire outlay lost 
if the actor’s or actress’s voice suddenly disap- 
pears, it is only natural to assume that the 
movie magnates will seek to avail themselves 
of insurance against loss. 

Inasmuch as the first step in this direction 
was taken by a subsidiary of Warner Brothers, 
among the leaders in the talking picture field, 
who control most of the big talking stars, it is 


(Concluded on page 21) 
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HE Life Aetna-izer, published monthly for 

agents of the Aitna Life Insurance Com- 
pany, is one of the most clever of that class of 
house organs. The cover of the March issue 
was particularly notable. An extremely mod- 
ernistic drawing headed the following interest- 
ing copy which was also set-up in a fashion 
calculated to catch the eyes of those who long 
for something “different.” 

“Modern life to-day, like the modern art 
that strives to portray it, is almost fantastic 
* * * it has an irresistible urge to it like 
the daring and ecstatic, swaying, sparkling 
rhythm of Gershwin’s modern rhapsodies 
* * * it permits man the right to give full 
reign to his utmost capacities, like Bohnen, the 
jazz master in Krenek’s scoffing operetta, free 
of stifling conformities, fiddling furiously and 
insolently on top of the world * * * com- 
pared with what men in the past could hope 
for, our life to-day almost appropriates the 
power of the fairy god-mother’s magic wand 
* * * men dare now to expect more from 
life * * * they dare to set their hearts 
upon imagination’s most fanciful weavings 
* * * they dare to feel that anything is at- 
tainable which they have the courage and the 
industry to work for * * * they dare to 
feel that they are entitled to a fuller and richer 
living of their days * * * and the odd 
thing is that the fantasy is not entirely illu- 
sionary * * * men are entitled to more 
* * * they are to-day living fuller lives and 
reaching greater goals * * * whether mod- 
ernism created such things as modern insur- 
ance or whether such things as insurance 
brought about modernism, is hard to say 
* * * the result is the same * * * life 
insurance is in step with the impelling throbs 
of modernism’s tom-tom * * * the “Die 
to Win” idea has perished with the old world 
vision * * * it is life that men are inter- 
ested in * * * and insurance has found a 
way by which they can be free to hope for 
more, to strive for more, to achieve more 
* * * for any man to build a large estate, 
to climb despite setbacks and misfortune to cer- 
tain independence, to crown his sunset days with 
comfort and leisure and travel, had been neither 
possible nor conventionally permissible—until 
modernism shot its searching lightshafts into 
the great untapped worlds of opportunity, and 
found insurance there to make the impossible 
possible.” 

*x* * * 
HE new vault in the new building of the 
New York Life Insurance Company (I 
know about the three “news”) is protected with 
some eighty miles of delicate wiring, carrying 
an electric current which will set off an alarm, 
or rather several alarms at the slightest dis- 
turbance. Getting into that vault would be 


worse than trying to crawl through the pro- 
verbial needle’s eye. 
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OVERING a wide range of topics during 
a comparatively short conversation, with- 
out detriment to any of the subjects touched 
upon, is in itself an art and an art possed to 
high degree by my friend M. O. Garner, gen- 
eral counsel of the National Surety Company. 
“Judge” Garner, as he is known to a wide circle 
of acquaintances all over the United States, is 
frequently witty in speech, decisive in enuncia- 
tion and epigrammatic in phraseology. Chat- 
ting with him on Monday of this week, I hap- 
pened to mention the name of an insurance 
company president who is noted for what might 
be called “book learning” and for his ability 
to juggle rating formulae and other such items 
on paper. Judge Garner repeated the name 
after me and then made the following com- 
ment: “Yes, theoretically he is a pragmatist 
and practically he is a theorist!” 
* ok x 
HILE I’m discussing “The Jedge,” I 
might as well tell you that among his 
hobbies are listed prize fighting and billiards. 
Formerly a noted boxer himself, he has been 
compelled to give it up in the face of increas- 
ing tangles of insurance legislation which he is 
called upon to unravel, but he continues as an 
interested spectator of such bouts as seem to 
merit attendance. As for billiards, Judge Gar- 
ner is still active, very much active. He has 
just won the pocket billiards’ championship of 
the Lotos Club in New York. 
* * x 
HEN the motion picture “talkies” be- 
gan to be heard along the main thorough- 
fare of what O. Henry referred to as Bagdad 
on the Subway, it probably did not occur to 
indemnity underwriters that they would be pro- 
ductive of any new type of “stunt” insurance. 
Such, however, has been proved to be the case. 
Rumors are abroad this week that famous ac- 
tors and actresses are seeking “voice insur- 
ance” which will protect them against con- 
tract losses arising from colds, hoarseness, lack 
of voice or other contingencies which might in- 
terfere with the production of a “talkie.” One 
actress is already said to have insured her voice 
for $1,000,000 through what is alleved to be 
the first policy of its kind ever issued. If this 
things keeps on, we may find the owners of 
Rin-Tin-Tin or Strongheart applying for “bark 
insurance” to safeguard the earning power of 
their canine performers. Tom Mix may even 
want financial protection against the loss of 
Tony’s whinny. 
* * * 
E, FFECTIVE April 1, J. C. Munsie will be- 
come affiliated with the Mayflower Fidelity 
as superintendent of the underwriting division. 
Mr. Munsie was had years of experience 
through his connections with the home office 
underwriting departments of the New Eng- 
land Casualty, London Guarantee and Acci- 
dent, 7Etna Life, Ocean Accident and others. 


: 


re payment of insurance pre- 
miums is chock full of pitfalls and the 
further along the path one travels the more 
numerous and treacherous they become. For 
example, the plan devised by the New York 
State Association of Insurance Agents has, as 
one of its strongest features, a provision where- 
by the policy is automatically canceled if the 
terms are not met. The short rate premium 
obviates the possibility of loss. But an agent 
pointed out to me the other day how this very 
clause might easily work out to his detriment. 
The most efficient of business men, he held, 
are liable to errors and slips of memory, and 
it is easy to see where an assured who is pay- 
ing his premiums on the instalment plan, might 
be called away on business, for example, and 
completely forget that he had an instalment 
coming due on his insurance. When he returns 
to town and starts to straighten out his affairs 
he finds that his insurance policy has been 
automatically canceled. What do you suppose, 
my friend asked, is this man’s attitude towards 
his insurance counselor going to be? And sup- 
pose further, that he used his automobile on 
that trip and suffered an accident after the pol- 
icy had ceased to be in force It’s quite ob- 
vious that such an assured will lose confidence 
in the agent who wrote the policy regardless 
of the fact that it was his personal laxity which 
precipitated the trouble. 


x * * 


HE particular agent with whom I had this 

conversation is a man who handles a large 
volume of high-class business. Most of his 
clients are responsible business men in the com- 
munity in which he is prominent and they turn 
their insurance problems over to him com- 
pletely, exactly as they would place their legal 
tangles in the hands of an attorney. He tells 
me that he has to “finance” the premiums of 
some of his wealthiest clients for various pe- 
riods of time due to oversight or absence from 
town. That's part of the service he renders as 
an insurance counselor, so he considers it, and 
he feels that he would be jeopardizing the repu- 
tation of this service if he allowed the power 
of automatic cancellation to rest in the hands 
of disinterested parties in a distant city. 


* * * 


Kaen man further points out the psycho- 

logical disadvantage of the policy remain- 
ing in the hands of the finance company miles 
away. What is there to prevent a competitive 
agent saying to an assured, “You say your car 
is completely covered in the Blank Insurance 
Company, but what have you got to show for 
it?” However, I am not inclined to think that 
this objection holds much water because in the 
New York plan, for example, the assured is 
given a certificate in exchange for his policy 
as evidence that the insurance is issued and in 
force. 
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PROGRESS MUST NOT BE CHECKED 

HEN a Ford tri-motored passenger 

aeroplane crashed near the New- 
ark, New Jersey, airport last Sunday, 
killing 13 of its occupants and injuring 
the other two so badly that one died 
shortly afterward and the other is in a 
precarious condition, there were those in 
the insurance business who talked about 
the “death knell of aviation.” They were 
wrong, very wrong if precedent be any 
guide. 

The first appearance of the automobile 
caused the passage of speed laws calling 
for a maximum of 4 miles per hour in 
some cases! Today, more than 28,000 
persons a year are killed in automobile 
accidents with something above 1,000,000 
injured. The same week-end that wit- 
nessed the fatal crash of the Ford aero- 
plane saw many more than 14 persons die 
in automobile accidents. Does such a 
situation stop motoring? It does not. 

All means of transportation involve 
some hazards. All can be destructive to 
life and limb. The point is that the haz- 
ards can be minimized and, in addition, 
insurance can be secured. The aeroplane 
is undoubtedly well on its way toward be- 
coming one of the country’s most impor- 
tant means of travel as well as methods 
of shipment for goods. It will continue 
to progress regardless of what calamity 
howlers say about it, and there is every 
indication that the next generation will 
live in a day when aeroplanes will be al- 
most as commonplace as automobiles. 
Aeroplane crashes sometimes are prac- 


tically unavoidable and the crash last 
Sunday appears to have been in that class. 
According to David C. Beebe, president 
of the United States Aviation Underwrit- 
ers, Inc., of New York, the Colonial West- 
ern Airways, in compliance with the regu- 
lations of the Newark Municipal Airport, 
carried liability insurance on the craft. 
As for the fitness of pilot and machine, 
President Beebe says: 

The aircraft was licensed by the Department 
of Commerce and carried License No. NiC7683. 

Pilot Foote has had ten years of flying ex- 
perience and has been operating mail planes up 
to the time he entered the Ford Stout School 
where he acquired extensive experience in op- 
erating aircraft of the type which he was fly- 
ing when this accident occurred. 

Pilot Foote holds a Transport License issued 
by the Department of Commerce and is re- 
puted to have had twenty-five hundred hours 
experience of which two hundred hours has 
been on Ford Trimotors. 

The aircraft at the time of the accident was 
not carrying a load in excess of that usually 
carried in this type of machine, or in excess 
of the capacity approved by the Department 
of Commerce and the aircraft was recently in- 
spected by the Department of Commerce for 
the renewal of its license and duly approved by 
the officials. 

Aeroplane crashes, instead of being 
viewed as spelling the end of commercial 
aviation, should be scrutinized and in- 
vestigated first to fix blame, if any, and 
second to determine whether new safety 
lessons can be learned. The insurance 
angle, for those in the insurance business 
as well as for aerodynamic engineers, is 
important, and much valuable underwrit- 
ing information can be obtained from 
the history of crashes. Considering the 
number of miles flown by commercial air- 
craft in this country each year, the fa- 
tality record is exceptionally good. While 
catastrophe crashes in which many per- 
sons are killed will continue to shock the 
people, it is certain that such occurrences 
will grow less and less frequent as the 
aeroplane develops its potentialities. 





HE fire loss in the United States 

and Canada in the month of Febru- 
ary last was $26,872,400, according to the 
computations of the Journal of Com- 
merce. This is nearly $10,000,000 less 
than the loss in January last, and over 
$14,000,000 less than the loss in Febru- 
ary of 1928. For the two months which 
have elapsed in the current year the loss 
is given as $63,097,800, as against $84,- 
366,200 in the first two months of 1928. 
This is a very satisfactory record and one 


s 


which seems to justify the belief that edu- 
cation in fire prevention is at last pro- 
ducing tangible results. 





CONFERENCE AND CO-OPERATION 
W. Eugene Harrington Discusses Company 
Loyalty at Mid-Winter Conference of 
Agents 
[By a Starr CorRESPONDENT] 

BirMInGHAM, ALA., March 14.—Summing up 
the relations between the agent and his com- 
pany, the loyalty each owes to the other, and 
the joint benefits to be derived from team play, 
Past President W. Eugene Harrington gave 
definite form to the stand of the National As- 
sociation of Insurance Agents on these ques- 
tions in his talk before the concluding session 
of the Mid Winter Conference here to-day. 

Declaring that nothing could take the place 
in the insurance business of the producer and 
challenging any figures on cost production which 
would tend to show that branch office operation 
compared in economy with the American Agency 
System, the speaker said that no salaried em- 
ployee of a branch office, a transient person 
with no particular interest in the community, 
could take the place of the agent who is an in- 
tegral part of the community without undermin- 
ing the confidence which the public places in 
the insurance business. ; 

Pointing out that the question of loyalty of 
companies to agents and agents to companies 
is of primary importance to company execu- 
tives, the speaker expressed surprise that no 
organization or medium exists through which 
the companies can be authoritatively repre- 
sented in a conference with the agents to dis- 
cuss things fundamental to the business and for 
the general good of companies and agents alike. 
Mr. Harrington then summarized the brief filed 
by the agents with the National Board of Fire 
Underwriters but added that there was consider- 
able doubt in his mind as to whether there is 
anybody or any organization among the com- 
pany ranks that has any authority to do other 
than receive and file it. 

This brief concerned itself chiefly with the 
presentation of four points, Mr. Harrington told 
his hearers. First, a reminder of the replace- 
ment of fire insurance lines by the business of 
casualty and surety insurance and the loss of 
legitimate business to the local agent through 
the chain store system. Second, the loss of 
premiums to local agents on automobile fire 
business through the appointment of finance 
companies as agents. Third, that the greed for 
business has led to the indiscriminate appoint- 
ment of agents with the result that the full- 
time agent is losing business to loan agents 
and other part time men. Fourth, that the ex- 
pense of operating an agency has materially in- 
creased. . 

One of the remedies suggested by the Na- 
tional Association, said the speaker, was the 
establishment throughout the country of strong 
local boards with company co-operation, spe- 
cially where a group of agents demonstrated 
they could control approximately 80 per cent of 
the premiums in their community through their 
membership in the local board. 








Life Insurance 


THE SPECTATOR 





Thursday 








Cé-operating Advertising Plan 
(Concluded from page 3) 


Frank L. Jones, vice-president, Equitable Life 
Assurance Society; and K. A. Luther, vice- 
president, AZtna Life. Henry E. Niles, assist- 
ant manager of the Bureau is acting secretary 
of the committee. 

The advertising committee of the National 
Association of Life Underwriters consists of: 
Julian S. Myrick, Mutual, of New York, chair- 
man; E. J. Berlet, Guardian; J. Elton Bragg, 
Union Central; Frank H. Davis, Penn Mutual ; 
William M. Duff, Equitable Life Assurance 
Society, and Emmet C. Peebles, Northwestern 
Mutual. 


Tue OsjECT OF THE CAMPAIGN 

The advertising will furnish a continuous 
force for the information of the public and it 
will be backed up by life insurance agents who 
are in all parts of the country. 

The main aims of the campaign will be: 

1. To assist in raising the standard of the 
sales personnel by: 

a. Requiring agents to render the high grade 
services which the advertising will lead the pub- 
lic to expect. 

b. Showing that adequate life insurance ser- 
vice can be rendered only by competent agents. 

c. Attracting higher grade men to the busi- 
ness. 

d. Informing the public so that they will be 
able to select well-trained agents with whom to 
do business. 

2. To reduce terminations by: 

a. Constantly keeping the subject of life in- 
surance before the public. 

b. Keeping before the insured the benefits 
of the insurance already owned. 

c. Educating the public to buy more intelli- 
gently for specific needs. 

d. Warning against the evil of “twisting.” 

3. To help break down sales resistance to 
the qualified agent by: 

a. Building up a better public understanding 
of the need of adequate life insurance. 

b. Eradicating misconceptions of life insur- 
ance which are now prevalent. 

c. Showing the public the use to which the 
life insurance premium dollar is put and thus 
creating a truer appreciation of life insurance 
and its important place in the economic life of 
the nation. 

d. Reaching individuals and groups, partic- 
ularly housewives and young people not now 
seen by agents. 

e. Increasing the amount of educational mat- 
ter in magazines and newspapers. 

f. Promoting more intelligent buying. 

4. To decrease the cost of life insurance per 
thousand dollars of insurance by: 

“a. Its effect upon decreased sales resistance, 
decreased turn-over of agents, and decreased 
lapse rates. : 


EXTENSION OF KNOWLEDGE 
Another possible use would be to extend the 
knowledge of health principles and thus to aid 
in the prolongation of life. 


The advertising will not contain any refer- 
ence to a particular type of life insurance pol- 
icy, nor to a particular type of company, unless 
it is desired to make it clear that the advertis- 
ing is of legal reserve life insurance. Partic- 
ular stress will be put upon the uses to which 
life insurance may be put, because the Bureau’s 
investigation indicated clearly that the great 
majority of people now have some life insur- 
ance but that very few have an adequate 
amount. Apparently there is little realization 
by the public generally of the variety of 
specific uses of life insurance, such as protect- 
ing dependents in some definite manner, pro- 
viding for education of children, providing for 
old age, meeting mortgages, and protecting 
business. 


Of tremendous importance will be the tie-up 
work that will be done in addition to the regu- 
lar advertising. This will aid the agents of 
co-operating companies to get the most from 
it. 


Stock With Policy Prohibited in Texas 
by Legislative Action 

Datias, Texas, March 18.—The practice of 
issuing company stock with policies written by 
insurance companies probably will be a thing 
of the past in a couple of years in Texas. The 
lower house just before adjourning, passed a 
bill prohibiting such practices in Texas after 
March 1, 1931. The senate had passed the meas- 
ure and the bill now rests with the Governor 
of the State. 








MAS TW 
STRENCTW OF 
CIBRALTAP 











Where Knowledge Is Power 


Whether his wares be shoes, ships, sealing 
wax or life insurance, no salesman gets very 
far who hasn’t mastered all there is to know 
about the merits of his line. 


In other words a man who doesn’t 
“know what he’s talking about” 
can’t expect to convince others. 


It is easy to point out the outstand- 
ing merits of The Prudential’s 
policies. 


Our Ordinary Agencies, located 
in all larger cities, are glad 
to offer full cooperaton. 


The Prudential 


Insurance Company of America 
Epwarp D. Durrtetp, Presideni 
Fiome Office, Newark, New Jersey 
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RESIGNATION ANNOUNCED Life Insurance Sales Continue to Increase 





George B. Scott Retires from Metro- 
politan Life 


WAS THIRD VICE-PRESIDENT OF 
COMPANY 








Joined Staff in 1883 and Was One of Old- 
est Officers in Company’s Service 

George B. Scott, third vice-president, has re- 
signed from the Metropolitan Life Insurance 
Company after 46 years of service. Mr. Scott 
resides in White Plains, N. Y., but plans mov- 
ing to San Francisco, where he will make his 
home. 

One of the oldest officers of the Metropolitan 
in point of service, Mr. Scott joined the com- 
pany’s staff in 1883, as a clerk in the industrial 
department. After various promotions he was 
appointed Superintendent of Agencies in 1900, 
serving in that capacity until 1910 when he 
became an assistant secretary, and was appointed 
manager of the Pacific Coast head office in San 
Francisco. In 1916 he was appointed fourth 
vice-president. In 1919 he was promoted to 
third vice-president, returning in 1920 to New 
York to assume charge of the company’s con- 
servation division, a post which he held at the 
time of his retirement. 


Savings Bank Life Bill Fails 

Boston, Mass., March 19.—Notwithstanding 
the fact that the efforts of the Massachusetts 
life companies to have the savings bank life 
insurance system put on the same basis as that 
on which the business of the life companies is 
transacted, have failed this year, there is every 
indication that great headway has been made 
toward equalizing the two businesses. This is 
the opinion of companies and underwriters 
alike, and the fight will not be dropped. There 
is still a measure of the underwriters before 
the insurance committee of the legislature to 
limit the amount of insurance the savings and 
insurance banks may issue to $1000 in five sep- 
arate banks, but inasmuch as the commission 
on savings and insurance banks have succeeded 
in getting their measure through to reimburse 
the Commonwealth for monies expended by the 
life insurance departments for the conduct of 
the business, the underwriters’ bill will prob- 
ably go over to next year. Favorable report 
on the commission’s bill, which was appro- 
praited by this body from a similar measure 
offered by the underwriters last year, reported 
for enactment and killed in the Senate, was 
secured to side track the limitation bill, and 
the amendment proposed by the companies re- 
ceived no consideration after the public hear- 
ing, embodying as it did the elimination of a 
State administered system of life insurance. 


New life insurance written by United States 
companies during February was 4/10 of one 
per cent greater this year than in 1928. Such 
new insurance during the first two months of 
this year was 9.0 per cent greater than during 
the corresponding period of last year. These 
facts are indicated by a report forwarded by 
the Association of Life Insurance Presidents to 
the United States Department of Commerce 
for official use. The compilation aggregates 
the new business records—exclusive of revivals, 
increases and dividend additions—of 44 mem- 
ber companies, which have 82 per cent of the 
total volume of life insurance outstanding in 
all United States legal reserve companies. 

For February, the total new business of all 
classes written by the 44 companies was $973,- 
048,000 as against $968,860,000 during February 
of 1928—a gain of 4/10 of one per‘cent. New 
ordinary insurance amounted to $683,663,000 as 
against $655,406,000—a gain of 4.3 per cent. 
Industrial insurance amounted to $230,778,000 
as against $221,949,000—a gain of 4.0 per cent. 
Group insurance was $58,607,000 as against 
$91,505,000—a decrease. of 36.0 per cent. 

For the two-months’ period, the total new 
business of these companies was $1,997,526,000 
this year against $1,832,466,000 last year—an 
increase of 9.0 per cent. New ordinary insur- 
ance amounted to $1,343,506,000 against $1,- 
235,868,000—an increase of 8.7 per cent. In- 
dustrial insurance amounted to $496,776,000 
against $458,252,000—an increase of 8.4 per 
cent. Group insurance amounted to $157,244,- 
000 against $138,346,000—an increase of 13.7 
per cent. 

New Members of Advertising Conference 

The growth of the Insurance Advertising 
Conference is shown by the large number of 
new members. A few of the recent applica- 
tions for membership include in class A, vot- 
ing: Frank S. Groves, Jr., director of pub- 
licity, Central Surety & Insurance Corp., Kan- 
sas City; Price R. Cross, agency secretary, Oc- 
cidental Life Insurance Company, Raleigh, N. 
C.; D. A. Withers, vice-president and manag- 
ing director, Guarantee and Accident Insurance 
Company, Toronto, Canada; I. E. DeJernett, 
director publicity, Employers Casualty Com- 
pany, Dallas; C. A. Richardson, manager, 
North British & Mercantile Insurance Com- 


‘pany, Montreal; T. F. Conrod, vice-president, 


the Saskatchewan Life Insurance Company, Re- 
gina, Saskatchewan, Canada; E. M. McNeise, 
secretary, Capital Life Assurance Company of 
Canada, Ottawa, Canada. Class B, non-vot- 
ing: Hal Thurber, Tracy-Locke-Dawson, Inc., 
Dallas; Shirley Moisant, Association News, 
Kankakee, I1l.; Quentin R. Millar, the Weekly 
Underwriter, New York; John C. Leissler, in- 
surance editor, Chicago Journal of Commerce, 
Chicago. 


EDWARD GRAY RESIGNS 


Vice-President of Prudential Served 
Company 45 Years 








TOOK PRESENT OFFICE IN 1912 





Directors Pass Resolution of Appreciation 
to Retiring Official 

Edward Gray, for over forty-five years con- 
nected with the Prudential Life Insurance 
Company, Newark, has resigned as vice-presi- 
dent, in charge of purchases, to become effec- 
tive April 1.. He also resigned as a member 
of the board of directors. In resigning he said 
that he wished to be relieved of business re- 
sponsibilities that he might be able to devote 
himself to his family and to secure the rest and 
relaxation which, quite obviously, his many 
years of service justly entitled him. 

Mr. Gray joined the Prudential in 1883 as 
an inspector in the Baltimore office of the com- 
pany where he had experience as inspector, 
agent and assistant superintendent. He came 
to the home office in 1886 to take up special 
work in the policy division and became suc- 
cessively division head, assistant supervisor, 
supervisor and assistant secretary before he be- 
came secretary in 1903. He became a member 
of the board of directors in 1912 and a vice- 
president of the company that same year. 

In addition to his many duties he also wrote 
articles for a number of insurance publications 
where his sound knowledge of the life insur- 
ance business and his extensive familiarity with 
industrial insurance made what he wrote of 
great interest and value to all insurance men. 

The board of directors of the Prudential at 
a recent meeting passed the following resolu- 
tion in connection with his resignation: 

Resolved, That the resignation of Edward 
Gray as a member of the board of directors of 
the Prudential be accepted as of instant date, 
and that his resignation as vice-president in 
charge of purchase be accepted as of April 
1, and it is further 

Resolved, That the board of directors rec- 
ord its deep appreciation of the services which 
Mr. Gray has rendered the company and its 
sincere regret at his retirement, and, further, 
that there be expressed to Mr. Gray the good 
wishes of the board of directors that he may 
enjoy to the utmost this period of leisure he 
has so richly deserved. 


Federation Interests Oppose Illinois Com- 
pulsory Auto Bill 

Illinois insurance interests, through the In- 
surance Federation, have placed a stamp of 
disapproval upon a Compulsory Automobile 
Liability Insurance bill now in committee at 
Springfield. The bill which is House Bill No. 
101 amends certain sections of the Motor Ve- 
hicle Law and requires every applicant for the 
registration of a motor vehicle to file a motor 
vehicle liability policy in the amount of $10,000. 
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ERIC CHOWN’S NEW DUTIES 
Will Serve Officers and Underwriters As- 
sociations Jointly 

Eric V. Chown, for the past five years gen- 
eral secretary of the Canadian Life Under- 
writers Association, is to act in a joint capacity 
to that association, the Canadian Life Insurance 
Officers Association and the Canadian Life 
Agency Officers Association. A joint commit- 
tee, consisting of representatives of these as- 
‘sociations, had pointed out the necessity of ob- 
taining the services of someone with legal 
training and a knowledge of matters concern- 
ing Provincial legislation as it affects the life 
insurance business in its various phases. The 
conclusion was that Mr. Chown was practically 
the only man available with the necessary quali- 
fications and after several weeks of negotiation 
between the associations an arrangement was 
reached by means of which his services were 
so secured. Mr. Chown’s ability and capacity is 
widely recognized. In future he will be known 
as field supervisor. His promotion has necessi- 
tated the reorganization of the permanent staff. 
L. W. Dunstall, who for a number of years 
has been assistant secretary, becomes secretary 
as well as managing editor of the Life Under- 
writers News. 


CHANGES IN HOME LIFE OF ARKANSAS 
Rogers Caldwell Interests Now Represented 
on Board and Official Family 

Litrte Rock, Arx., March 16.—Election of 
four new directors and two new vice-presidents 
and re-election of all of the old officers to the 
official staff of the Home Life Insurance Com- 
pany, featured the annual meeting of the board 
of directors and stockholders held jointly Wed- 
nesday. 

Roger Caldwell, head of Caldwell & Com- 
pany, investment brokers of Nashville, Tenn., 
recent purchasers of big blocks of stock in the 
associated Home Insurance Companies of 
Arkansas; Burk Mann of Marianna and Little 
Rock; DeWitt Carter of Nashville, and J. M. 
Meek of Camden are the new directors, while 
Mr. Mann and W. P. Gulley, Little Rock, were 
elected vice-presidents. 

The changes of the official personnel of. the 
Home Life came as a result of the purchase of 
large blocks of stock in the Associated Home 
Insurance Companies by Caldwell & Company. 

Mr. Mann is one of the outstanding members 
of the legal profession in Arkansas, a member 
of the law firm of Mann & McCullock at 
Marianna, attorneys for the St. Francis levee 
district, and is State representative for the 
Missouri State Life Insurance Company, as 
well as other Caldwell interests. 

He is a native of Arkansas, having been born 
and reared in Forest City, where he received 
his early education. He later graduated from 
the University of Arkansas and the law de- 
partment of the University of Michigan. 

Immediately after finishing law school, Mr. 
Mann started to practice in Marianna 16 years 
ago and later formed a partnership. He has 
represented the Missouri Life for the past five 


or six years and the parent Caldwell organiza- 
tion in Arkansas for three years. 

While he will devote most of his time to the 
Caldwell interests, Mr. Mann will maintain an 
office in Little Rock for private law practice, 
he announced Wednesday morning. This, how- 
ever, will not disrupt his law firm in Marianna, 
he said. 

Mr. Mann said Wednesday that he would 
probably move his family to Little Rock in the 
near future. 

Mr. Carter is executive vice-president of 
Caldwell & Company, and Mr. Meek is a busi- 
ness man and banker of Camden. 

Vernon L. Thompson, vice-president of the 
Home Life Insurance Company, who for the 
past five years has been in charge of advertis- 


ing of the Associated Home Insurance Com- 
panies, was elected agency manager of the 
Home Life Insurance Company. 


Texas Life Companies May Increase 
Capital 

Datias, Texas, March 16—Three Texas 
life insurance companies have amended their 
charters to increase their capital stocks. They 
are: the Southern Old Line Life, with C. C. 
Slaughter as president, from $50,000 to $100,000 ; 
the Union Standard Life, with W. M. Bacon 
as président, boosting the capital to $283,000, 
and the First Texas Prudential Insurance Com- 
pany of Galveston, with I. H. Kempner as presi- 
dent, increasing the capital to $110,000. 
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finds 
beneficiaries and borrowers — who 
are grateful to the Company 
for its service to them. 







NEW YORK LIFE INSURANCE 


Madison Square, New York 
DARWIN P. KINGSLEY, President 
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Nylic Friends 


National advertising grows because retail merchants have 
learned that it is much easier to sell goods that are well 


Nylic Agents do not find it necessary to “introduce” their 
Company, which now has Two Million Policyholders 
insured for nearly 7 Billion Dollars. 


Since organization, Nylic has paid to living Policyholders 
and to beneficiaries over 2 Billion 600 Million Dollars. 
It is now distributing over 50 Millions a year in Dividends. 


Through 84 years of investing, New York Life has been 
of incalculable service to the nation, to business and to 
Today its assets of over | Billion 400 
Million Dollars are largely used to finance public works, 
railroads, public utilities, business buildings, homes and 








So, wherever the Nylic agent goes, he 
Nylic friends — policyholders, 
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New Home Office Building 
on the site of the famous old 
Madison Square Garden. 
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SUN LIFE OF CANADA BILL GIVEN 
APPROVAL — 

Committee of House of Commons Passes 
Measure as Amended—Disputed 
Points Go to Exchequer Court 

Otrrawa, CanapA, March 16.—The Dill 
which seeks to increase the capitalization of 
the Sun Life Assurance Company of Canada 
from $2,000,000 to $4,000,000 was passed with 
amendments by the House of Commons com- 
mittee on Banking and Commerce. These 
amendments involve the deletion of a number 
of clauses, as a result of an agreement reached 
by G. D. Finlayson, superintendent of insur- 
ance, and T. B. Macaulay, president of the 
company. The agreement is that points at dis- 
pute between the Federal officers and the com- 
pany be referred to the Exchequer Court for 
decision. 

In the original charter granted to the com- 
pany, the capitalization was authorized at $4,- 
000,000; but the terms of incorporation set that 
sum as conditional upon the company carrying 
out the general business of insurance. (This 
clause was deleted from the charter several 
years ago.) The company, during its career, 
concentrated chiefly upon life insurance and 
took up only $2,000,000 of its authorized cap- 
italization. In view of that, the department 
officers are of the opinion that further right to 
take up the additional $2,000,000, does not now 
exist. This is the question which, following 
the conference, will be referred to the 
Exchequer Court. 

Mr. Macaulay declared that his company was 
satisfied with such a reference. A clause in 
the Insurance Act required that if any changes 
were made in the accounts submitted to the 
department, the company had the right to ap- 
peal against such changes. Mr. Finlayson said 
the department had made a change in the cap- 
italization of the company to $2,000,000; and 
this, gave the company the right to proceed. 
He hoped no erroneous impression would go 
abroad respecting the company. There was no 
doubt as to its enormous strength, of the effi- 
ciency and fidelity of its staff, or of its scrupu- 
lous observance of the law. 

The bill, as amended be deletion of the vari- 
ous sections, was then adopted. 


HOLD ANNUAL BANQUET 
Life Underwriters of New York Gather in 
Hotel Astor 

The forty-third annual banquet of the Life 
Underwriters Association of New York was 
held last Thursday evening at the Hotel Astor, 
with Gustav C. Wuerth, president of the As- 
sociation presiding. The attendance exceeded 
1000. 

Among the speakers were the Honorable 
Hamilton Fisk, member of Congress from New 
York, and John B. Cannon, a representative 
at Spartanburg, S. C., of the New York Life 
Insurance Company, who is a_ well-known 
humorist. 

A large number of life company executives 
attended the banquet as guests of the Associa- 
tion. 


MANHATTAN LIFE SHOWS 
GOOD PROGRESS 


Insurance Outstanding Now Amounts 
to $87,392,990 


ASSETS NOW TOTAL $19,924,081 








New Insurance Written in 1928 was $15,= 
332,510, an Increase of Over $2,400,- 
000—Surplus and Premiums Also 
Increased 

The annual statement of the Manhattan Life 
Insurance Company for the year ending 
December 31, 1928, is a tribute to its presi- 
dent, Thomas F. Lovejoy and the other officers 
of the company who through years of effort 
have been successful in rehabilitating the pro- 
gressive trend of this fine old company, for it 
shows average increases of about 10 per cent 
in all the important items. Insurance written 
amounting to $15,332,510 on 4256 policies ex- 
ceeds the amount written in any other previous 
year in the past twenty years, and is $2,471,- 
376 more than the amount written in 1927, and 
is almost twice the amount written in 1926 or 
$8,965,718. With the increased writings and a 
close attention to its termination ratio the com- 
pany was able to increase its outstanding insur- 
ance by $6,339,289 to $87,292,990 and the num- 
ber of policies to 35,514, with an average policy 
of $2459, an increase in size of over $100 dur- 
ing the year. 

During 1928 the premium income was in- 
creased to $2,443,263 an increase of $158,754. 
The total income amounted to $3,498,371, an 
increase of over $165,000. Total payments to 
policyholders were $2,024,896, of which the 
principal amount was the death claim payments 
of $1,018,543. The high percentage of pay- 
ments to policyholders, as compared to the 
amount paid in by them is markedly noticeable 
in this company’s annual statement. The total 
disbursements amounted to $3,166,487, which 
indicates an excess of income laid by for future 
protection of policyholders amounting to $331,- 
884. Interest and other receipts of this com- 
pany enabled it to pay therefrom all of its taxes 
and expenses. 

At the end of last year the company had as- 
sets admitted amounting to $19,924,821, an in- 
crease of about $400,000 over the amount at the 
end of 1927. Principal among the holdings of 
the company are a well selected list of first 
mortgage bonds totalling $10,917,493. Bonds, 


comprising a diversified list of government, © 


municipal ,railroad and public utilities totalled 
$2,417,493. Loans to policyholders amounted 
to $3,982,594, while real estate was valued at 
$1,325,240. Other assets, including premium 
notes, cash, interest due and accrued and net 
uncollected and deferred premiums amounted 
to $1,285,001. The principal was, of course, the 
policy reserve amounting to $18,017,699. Total 
surplus funds aggregated $1,190,800, including 
$100,000 capital ; $670,043 unassigned funds, and 
$420,757 assigned funds. This represents an in- 
crease of about $30,000 over last year. 

The financial stability of this company is 


9 


well established by a study of its financial sheet. 
It has ample resources, adequate reserves and 
a sound surplus. The progress which it has 
made in the last few years indicates a good 
growth along conservative lines. It has tran- 
sacted business for 79 years in such a way as 
to have gained a countrywide reputation, dur- 
ing which time it has expanded its sphere of 
operation. 

The active manager of the company is 
Thomas E. Lovejoy, its president, who is re- 
sponsible for the creditable showing of the Man- 
hattan Life in 1928. The other officers who have 
assisted Mr. Lovejoy in the upbuilding of the 
company are: Vice-President Frank D. Kir- 
ven; secretary, Alfred P. McMurtrie; assistant- 
secretary, H. R. Halsey; actuary, Walter N. 
Stanley, and superintendent of claim depart- 
ment, William N. Stebbins. 


NEW COMPLICATION IN INTERNA- 
TIONAL LIFE AFFAIRS 
Federal Official Interested in Report of 
Forged Bonds 

St. Louts, Mo., March 16.—Inspectors for 
the United States post office department have 
begun an investigation into the transaction 
whereby the International Life Insurance Com- 
pany in July, 1928, purchased $241,300 in bonds 
which have been declared to be forgeries. 

The total loss from the transaction will be 
$248,605.80 and under the terms of the reinsur- 
ance contract entered into with the Missouri 
State Life Insurance Company on August 22, 
1928, will fall on the stockholders of the Inter- 
national Life Insurance Company. Massey 
Wilson, co-receiver for the International Life, 
has explained the loss will be spread out over 
the entire period in which the purchase of the 
company’s business will be consummated. 

Roy C. Toombs, president of the International 
Life, who has been blamed for a shortage of 
$3,562,952.24 in its assets discovered by ex- 
aminers from nine States early in August, and 
who is now under State and federal indictments 
because of his handling of the affairs of the 
life insurance company, is said to have han- 
dled the deal whereby the bogus bonds came 
into possession of the International Life. A 
letter which Toombs is alleged to have written 
to Bee Barclay, department manager for the 
life company, on July 12, 1928, announcing the 
completion of the purchase of the “village of 
Lansing improvements bonds” may place juris- 
diction of any criminal prosecutions growing 
out of the bond deal in the federal courts. 
However, it has not yet been shown that 
Toombs knew that the bonds were counterfeit 
when he purchased them for the life company. 

Toombs handled all of the details of the pur- 
chase for the International Life of the $241,300 
face value sewer improvement bonds which 
were supposed to be an indebtedness of the vil- 
lage of Lansing, Ill. The purchase was made 
through the Toombs & Daily Company, Chicago 
brokerage house headed by Toombs. 

The fact that bonds were counterfeit came to 
life when officials of the Missouri State Life 
Insurance Company endeavored to collect in- 
terest coupons from the village of Lansing. 
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Now 


For Another 


Big Year of Progress 


\ JITH a gain of 66% in paid for business in 1928 
over the previous year, the Missouri State Life 
Agency force has pledged itself to another great year 


of progress. 


Every possible help will be given 
them to aid in the accomplishment 
of the undertaking. 


Effective, result-getting sales train- 
ing and assistance through a thor- 
oughly organized Branch Office 
system; new, fresh, attractively 
printed sales literature with illus- 
trations that grip the attention and 
tell the story quickly; prompt, 
efficient underwriting service from 


the Home Office centrally located 
in St. Louis, “The City Surrounded 
by the United States.” Claim serv- 
ice unexcelled, and a multiple line 
of policies to meet every life in- 
surance need. 


It is this helpful, aggressive spirit 
that has won for the Missouri State 
Life the distinctive title, 


The Progressive Company 


$1,200,000,000 


insurance in force 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 


Home Office, St. Louis 
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Next C. L. U. Examinations to Be Held 
on June 20-21-22 

Af announcement from the American College 
of Life Underwriters schedules the next 
Chartered Life Underwriter examinations for 
June 20-21-22. The examination will be held 
in various colleges and universities throughout 
the United States—the locations being de- 
pendent upon the number of applicants from 
the various sections of the country. 

Many inquiries are being received, forecast- 
ing an extremely large number taking these 
examinations. Any man or woman twenty- 
one years of age with a certificate of gradua- 
tion from a four-year high school or its equiva- 
lency, and who has Had at least three years 
of satisfactory life insurance experience, may 
apply for permission to take the C. L. U. 
examinations. Graduates of universities and 
colleges may make application to take the 
examination following their graduation but, 
though successful, will not be granted the de- 
gree until the completion of three years of satis- 
factory life insurance experience. 

Applications should be filed with the regis- 
trar at once. After the Registration Board 
has approved the application, the applicant has 
until June Ist to forward the registration fee. 
Approval of applications takes considerable 
time and it is desirable that applicants go 
through with the registration procedure at once 
even though they do not forward their regis- 
ration fee until the Ist. 

Application blanks and further information 
may be setured from Arthur M. Spalding, 
Registrar, 393 Seventh Avenue, New York. 


New York Life Directors Pay Tribute to 
Haley Fiske 

At a meeting of the board of directors of New 
York Life Insurance Company held yesterday 
the board paid tribute to Haley Fiske, late 
president of the Metropolitan Life Insurance 
Company by voting that the following state- 
ment be read into the minutes: 

‘The Board of Directors of the New York 
Life Insurance Company hereby records upon 
its minutes its profound regret at the death of 
Mr. Haley Fiske, late president of the Metro- 
politan Life Insurance Company. 

Mr. Fiske was one of the outstanding lead- 
ers in the development of American life insur- 
ance along its finest lines of social service and 
betterment. The New York Life appreciated 
his friendly cooperation during his lifetime, and 
regard his death as a lamentable loss, not only 
to his own company, but to the profession of 
life insurance in general. 

The directors and officers of the New York 
Life wish by this note to express to Mr. Fiske’s 
colleagues in the great organization of which 
he was for so many years the head, their sin- 
cere and neighborly sympathy. 


Gain and Loss Exhibit for 1928 

In the Gain and Loss Exhibit covering the 
transactions of life insurance companies for the 
year ending December 31, 1927, there is an un- 
fortunate typographical error which shows the 
ratio of actual to expected mortality for the 
Sun Life of Canada for the year 1922 as 149.50. 
The correct ratio is 49.50. The actual to ex- 
pected mortality of the Sun Life for the year 
1923 was 60.80. Subscribers of this publication 
will please note these changes. 


UNUSUAL CALIFORNIA BILL 
Effect Would Be to Put Grace Period on 
Graded Scale 
San Francisco, Cauir., March 16.—A bill 
extending the days of grace for payment of life 


insurance premiums in ratio to the length of 


time in which premiums have been paid has 
been introduced in the California legislature 
now in session. At present 30 days of grace 
are allowed on life premium payments, but 
the bill changes that to this scale: 


For policies on which payments have been 
made for five years or less, 60 days of grace. 


For policies on which premiums have been 
paid for more than five, but less than 10 years, 
90 days of grace. 


For policies on which premiums have been 
paid for more than 10 years, but less than 15 
years, 120 days of grace. 


For policies on which premiums have been 
paid for more than 15 years, days of grace 
are to be six months. 


In case the insured dies within the days of 
grace, the amount of premium then unpaid shall 
be deducted from the amount payable. 


A section makes all agreements between the 
company and policyholder waiving these pro- 
visions null and void, and all policy provisions 
contrary to the bill void, and a minimum fine 
of $1000 for violation of these acts. Power 
to revoke such companies’ licenses as may dis- 
obey the bill will rest in the California Insur- 
ance Commissioner. 


It is considered doubtful if the bill will pass 
the present legislature, but proponents declare 
if it does not pass the legislature they will 
place it among the initiative measures to be 
voted on in the next State election. 


Memorial to Charles A. Foehl 
The following resolution was adopted at the 
regular meeting of the executive committee Life 
Underwriters Association of New York held 
Tuesday, February 5 at the Hotel Astor: 


Charles A. Foehl, while attending to his ordi- 
nary routine business, passed from this life in 
the fullness of his manhood. 

It was ten years since he became a member 
of our Association and during this time he has 
served as our president, in most of the other 
elective positions, and on many important com- 
mittees. His record of service was public spir- 
ited, deep and sincere in advancing the ideal, 
character and standing of our business. 

He was loyal in. his friendships and gave 
liberally of himself to help his friends and as- 
sociates. They regarded him with a deep affec- 
tion which will endure in reverend memory. 

He represented our Association in the Coun- 
cils of the National Association of Life Under- 
writers, was its treasurer and had been so for 
three terms. He served with fidelity, distinc- 
tion and ability. 

To his family and business associates, the 
Life Underwriters Association of New York 
offers its assurance of deep and understanding” 
sympathy. We share their loss and mourn the 
passing of our fellow worker and friend. 

The executive committee therefore directs 
that this memorial be spread upon its minutes 
and that copies signed by the president and 
secretary be sent to Mrs. Foehl and his former 
office associates. 

II 


Mutual Life Holds Managerial Conference 
in New Orleans 


The Mutual Life Insurance Company held a 
managerial conference in New Orleans on 
March 5, 6 and 7. Managers from the com- 
pany’s offices throughout the United States and 
Canada were in attendance. The company has 
held regional meetings for managers at fre- 
quent intervals, but this meeting in New Or- 
leans was the first general conference for man- 
agers in three years. 

Conservation, agency building and various im- 
portant company and agency matters and prob- 
lems were discussed. 

Second Vice-President and Manager of 
Agencies George E. Sargent presided, and he 
expresses satisfaction over the conference and 
the belief that important improvements will re- 
sult from the interchange of views and opin- 
ions. 

Much to the regret of all, an attack of 
grippe prevented President Houston from at- 
tending and participating in the conference. 

Accompanying Mr. Sargent from the home 
office, to take part in the discussion, and to as- 
sist in handling the matters arising, were 
Dwight S. Beebe, the company’s financial man- 
ager, and Dr. F. Haxwell Foahay, the com- 
pany’s manager of selection. 


Disability Clause to Be Legalized in Mass- 
achusetts Bill 


Boston, Mass., March 19.—An amendment 
to the Massachusets insurance law has been pro- 
posed by the Commissioner of Insurance, 
Merton L. Brown, which will make it clear 
that the payment of a disability income, which 
many of the life companies provide in their 
policies in connection with waiver of premiums 
for permanent and total disability, is legal. 
There has always been more or less of a hazy 
conception of the present wording of this sec- 
tion and the Commissioner has deemed it pru- 
dent to clarify the law with the amendment 
which has been allowed in the Legislature un- 
der a suspension of the rules. The bill has no 
connection whatever with the general subject 
of disability benefits in life insurance contracts 
now before the joint committee of the Insur- 
ance Commissioners convention and the life in- 
surance companies, for consideration. The 
amendment will also eliminate the limitation 
which the law has heretofore set on the benefit 
payable in the event of accidental death to 3 
per cent of the company’s aggregate expected 
mortality. 


Missouri State Life Gains 


The Missouri State Life Insurance Company 
has produced $14,727,610 more paid-for business 
during February, 1929, than in February, 1928, 
according to Hillsman Taylor, president of the 
company. 

Total paid-for production for February, 1929, 
amounts to $29,459,443 as against $14,731,833 
for the corresponding month in 1928. This is 
a gain of 100 per cent over last year. 
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JOINS DARBY DAY 


Harry McNamer Will Open Brokerage De- 
partment for Union Central Agency 
Cuicaco, Itt., March 20.—Announcement 

that Harry McNamer, well-known life under- 

writer, has been appointed manager of the new 
brokerage department of the local agency of 
the Union Central Life Insurance Company 
has been made by Darby A. Day, manager. 

Mr. McNamer has been prominent in life in- 

surance circles for fifteen years, all of which 

time he was connected with the Equitable Life 

Assurance Society. 

Mr. McNamer is a former president of the 
Chicago Association of Life Underwriters and 
for the past six years has been the representa- 
tive of the Chicago Association on the executive 
committee of the National Association. He is 
a director of the Insurance Federation of IIli- 
nois and is author of the book, “Life Income 
Insurance and How to Write It.” 


Next Commissioner of Pensions to Be In- 
surance Man 


WasHIncTon, D. C., March 18—President 
Hoover will turn to the insurance industry for 
his next Commissioner of Pensions, it has been 
made known at the White House, where the 
resignation of Commissioner of Pensions Win- 
field Scott this week was accepted by the Presi- 
dent. 

In turning to the industry for the man who 
will head the Government’s pension activities 
the President will but carry out his long habit 
of going to the various industries for the men 
who are to carry on work of similar nature for 
the Government. 

It is believed, however, that the President’s 
determination to have an insurance man in the 
Pension Bureau will be followed by a reor- 
ganization of Government activities whereby 
the Veteran’s Bureau will be merged with the 
Pension Bureau, and one organization formed 
to handle ali Federal soldier relief. 

_The President has not yet decided upon the 
man who will succeed Commissioner Scott, and 
has not made known any other requirements 
than that he must have a knowledge of insur- 


ance. 








EARLY REPORTS OF LIFE INSURANCE COMPANIES | 


The following figures from the statements of life insurance companies, 


1928, have been compiled from returns made direct to THE SPECTATOR. 


Name and Location of Company 
American Life & Acc., St. Louis, Mo. . 


American National, Galveston, Tex. . . 


Anchor Life, Tulsa, Okla............ 
Atlantic Life, Richmond, Va......... 


Bankers Health and Life, Macon, Ga.. 
Buffalo Life Ass’n, Buffalo, N. Y 


Commonwealth Life, Louisville, Ky... 


Empire L. & A., Indianapolis, Ind... . 
Empire Life, Toronto, Ont 
Equitable Life, Washington, D. C..... 


Equitable Life, New York, N.Y... 0: 


Fidelity Mutual, Philadelphia, Pa.... . 


Golden State Guar. Fund. Assn., Cal.. 
Grange Life, Lansing, Mich.......... 


Guaranty Life, Davenport, Ia........ 
Home Life, Fordyce, Ark............ 


Inter-Southern, Louisville, Ky........ 


Judea Life, New York, N. Y......... 
Kansas City, Kansas City, Mo....... 
Kansas Life, Topeka, K; 
Knights Life, Pittsburgh, Pa......... 


Kaights of Colum., New Haven, Conn. 
Knights of Pythias, Indianapolis, Ind. . 
Lewis & Clark, Great Falls, Mont... . . 
Life Ins. Co. of Va., Richmond, Va... 


Lincoln Republic, Chester, Pa........ 
Mammoth L. & A., Louisville, Ky... 
Maryland Life, Baltimore, Md....... 
Mass. Protective, Worcester, Mass... . 


Merchants Reserve, Chicago, Ill. ..... 
Midwest Life, Sg EES 
Missouri Ins., St. 


s, Mo 
Mod. Woodmen of pong Rock Is}., Ill. 


Monarch Life, Springfield 1. 
Morris Plan, New York, 

Mutual Life, Waterloo, [Ok ae 
Nat'l Security, Wichita Falls, Tex.... 


Occidental Life, Los Angeles, Cal..... 


Mass. . 


Ontario Equit. L. & A., Waterloo, Ont. 
Peninsular Casualty, Jacksonville, Fla. 


Peoples Life, Chicago, Ill............ 


Protected Home oo pan Pa 
Prudential Newark, oe 


Puritan Life, Providence, R.I........ 
Reliable L. & A., St. Louis, Mo.. ‘ 
Royal Neighbors of Am., Roek Is., Ill. 
Security L. & T., Winston-Salem, N.C. 
Sheridan Life, Chicago, +e 
State Life, Chicago, Ill............... 
Union Mutual, Des Moines, Ia 
Union Mutual, Portland, Me......... 
Universal, Memphis, Tenn........... 





Western States, San Francisco, Cal.. 


Woodmen Circle, Omaha, Neb........ 
a Ordinary. & Industrial. 


I2 


— 


c Group. 


Total 
Admitted 
Assets Jan. 
1, 1929 
$ 
9,220 


33,384,920 


404,019 
20,790,772 
682,483 
800,997 
11,033,992 


651,940 
698,893 
7,058,592 


,076,123,633 


83,161,905 
53,067 
3,718,295 


5,015,147 
3,816,801 


19,323 627 


421,273 
53,694,903 
2,780,066 
3,127,826 


29,316,524 
23,196,933 
341,471 


213,015 
420,204 
5,631,323 
1,683,903 


267,685 
4,249,229 
814,837 
49,376,404 
457,432 
1,199,977 
98,089,366 
349,406 
19,091,587 
5,230,373 
883,615 


1,960,459 
2,316,560 


. 2,029,018,416 


1,712,844 
548,486 
38,846,502 
2,473,528 
648 
165,810 
90,968 
21,648,512 
372,929 


20,134,147 
2,2462,122 


u Unavailable. 


Surplus 
to Policy- 
holders 


6,722 


4,221,113 


325,185 
1,802,402 
495,290 


697,960 
104,483,179 


24,795 
817,727 
344,168 
581,936 


1,750,000 


260,852 
5,160,488 
666,680 
256,265 


7,436,469 


106,236 
289,373 
509,117 
620,196 


77,947 
432,857 
379,961 

45,562,650 
341,184 
00,000 


855,501 
403,273 
66,671 
66,833,956 


259,144 
241,758 


1, 286,837 
"353, 285 


2,581,602 


Total 
Income 


$ 
33,957 
15,314,457 


438,153 
5,868,275 
1,613,696 

968,633 
3,741,596 


1,138,947 


2,521,088 
284,059,739 


19,034,945 
145,465 
854,612 


1,462,118 
812,061 


8,827,148 


329,391 
13,119,396 
936,996 
1,303,353 


5,347,140 
4,695,685 
91,907 


599, 143 


206,092 
835,303 
1,316,390 
28,372,571 
186,958 
890,551 
22,223,234 
224,218 
268,673 
1,510,673 
1,381,419 


1,480,359 
2,690,176 
568,993,376 


325,906 
953, 495 


4,457,694 


Total 
Disburse- 
ments 


FY 
34,038 
11,448,241 


188,983 
4,520,087 
1,533,157 

917,989 
2,676,755 


1,095,189 


1,614,480 
178,871,713 


12,830,151 
134,074 
516,476 


1,019,404 
1,264,531 


4,700,767 


267,706 
8,317,475 
711,837 
827,437 


3,225,445 
3,582,175 
798,623 


237,005 
360,236 
706,392 
218,153 


160,398 
523,694 
1,254,502 
29,326,016 
06,939 
668,720 
156,699 
276,667 
741,916 
1,401,360 


507,256 
1,629,335 
344,764,880 


280,906 
931,588 
5,195,763 
651 200 


"889,831 
3,720,763 
2,608,741 


New 
Paid-for 
Insurance 


10,600 


a54,365,719 
6220,957,584 
19,477,000 
1,701,988 
25,330,070 


u 
6,045,150 
a15,221,498 
627,421,753 
c174,000 
4,125,066 
4,062,422 
612,692,712 
a802,335,651 
c431,883,799 
57,554,569 
445,875 
4,798,800 
c60,900 
12,995,595 
a9,285,687 
c450,900 
a32,581,532 
6,491,239 
6,689,357 
82,734,992 
11,427,566 
3,429,243 
613,719,227 
823, 
6,904,000 
1,247,508 
a16,550,758 
653,231,442 
62,398,744 
2,314,022 
6,995,000 


891,150 


129,830,000 
3,209,000 
33,513,525 
57,072,790 
4,822,024 
23,721,958 
8,040,435 
a985,460 
619,024,186 
5,398,614 


12,870,250 
a1,207,604,995 
61,431,439, 142 

361,600,837 


b2, 157, 951 
= reg 208 

250 
is 173 ‘315 


Total 
Insurance 
In Force 
$ 
220,500 
5293,400 
a155,420,072 
6356,863,716 
034,362,000 
2,851,916 
157,421,518 
20,974,362 
44,269,000 
a58,281,003 
653,770,101 
¢288,000 
9,139,479 
a18,221,962 
637,103,836 
a5,035,486,934 
¢1,151,671,955 
391,849,921 
668,125 
023,852,781 
315,200 
46,020,046 
041,438,438 
c1,624,500 
a142,098,112 
c14,246,049 
10,660,231 
391,474,746 
26,844,798 
a12,159,915 
627,570,851 
273,124,402 
118,209,230 
2,745,008 
a128,585,088 
6220,528,749 
61,371,402 


a20, "498. 655 
¢266,700 
5,879,767 
24,463,891 
68,861,776 


32,881,825 
422,795,453 
5,392,196 
137,353,120 
40,110,307 
1,308,800 
620,533,131 
a16,493,325 
b172,955 
67,965,280 
a5,604,423,703 
66,606,650,018 
c770, 509, 527 


81,189,428 
21,825,100 
610,686,448 
a128,429,049 
5,581,100 
134,356,268 


+ Includes stock notes charged off amounting to $11,354. 





covering the year 


Increase 
Over Jan. 
1, 1928 
$ 


u 


16, ‘861, 049 


u 
259,000 
4,044,611 
7,537,343 
144,500 


362,347,166 
192,977,285 
25,563,899 
240,425 
1,264,158 


39,21 
4,013,111 
3,162,001 


99,800 

28,086,104 

5,435,394 

4,797,447 

21,871,780 

4,499,711 
u 


u 
9,185,347 
—1,793,843 


9, 006, 983 


707,801 
4,002,096 
2,700 


u 
690,712 
u 


4,424,947 


31,176,426 
3,376,512 
u 


u 
u 


u 
—31,496,430 
673,813,251 
416,554,563 
230,695,363 
501,428 


u 
10,847,000 
947,382 
337,825 
3,641,626 
3,771,769 

u 

u 

u 


u 
3,970,505 





ne year 


1crease 

rer Jan. 

, 1928 
$ 


u 


u 
16,861,049 
15,855,047 
,228,725 
413,250 
9,055,631 


u 

259,000 
4,044,611 
7,537,343 

144,500 
2,857,300 
1,385,850 


240,425 
264,158 
9,200 
013,111 
162,001 
799,800 


871,780 
499,711 
u 


7 
185,347 
793,843 
601,508 
925,986 
006,983 
t 


{ 
707,801 
102,096 

.2,700 
90,712 
178,000 
09,000 
107,365 


25,972 
24,947 


76,426 
76,512 


505 
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New York Life Underwriters Hold Big Sales Congress 


the Life Underwriters Association of 

New York was held at the Hotel Astor 
in that city last Thursday, the morning, after- 
noon and evening sessions being designated re- 
spectively as inspirational, educational and re- 
laxation. The president of the association, 
Gustav C. Wuerth, presided at the morning ses- 
sion, and Ralph G. Englesman, of the Penn 
Mutual, Philadelphia, at the afternoon session. 
The principal speakers were: President 
Wuerth, Charles C. Gilman, Boston, special 
agent of the National Life Insurance Company, 
Montpelier; Dr. Charles B. Piper, New York, 
medical director of the Guardian Life Insur- 
ance Company of America; William Pidgeon, 
Jr., of Rochester, and Ernest H. Earley. The 
attendance was unusually large. Many non- 
members were present and a large percentage 
of them joined the Association during the day. 

President Wuerth spoke on the subject, “To 
Be or Not to Be,” explaining that the comple- 
tion of that familiar phrase as he employed it 
would make the full title, “To be or not to be 
a successful life underwriter.” He said that 
the keen competition of to-day makes it neces- 
sary that every insurance underwriter, to at- 
tain success, must become quantity conscious. 
He added that to be a successful underwriter it 
is important to attend as many meetings as 
possible of the Life Underwriters Association. 
Membership in the association he considered an 
obvious perquisite to success and, just as ob- 
viously, he said, most of the successful men 
and women in life insurance field forces do be- 
long to the association. Every field agent of 
every company, he said, should consider it a 
mark of distinction to belong to some life un- 
derwriters’ association. 

Mr. Gilman admitted that there was a lot of 
fun in going round from city to city and meet- 
ing a lot of people some of whom you know 
and some whom you don’t know, but still un- 
less you feel when you have finished that you 
have left something that people can use, then 
it is just like going to see a prospect and hav- 
ing a wonderful interview and not getting the 
order. He said that he did not expect to come 
from a small city like Boston and tell anybody 
in New York anything, but he did propose to 
try and tell a few experiences he had had, some 
of which might be helpful. There are a lot 
of folks in the insurance business, he said, who 
should be selling Hoover vacuum cleaners, won- 
derful one-call closers. Personally he wanted 
any person to whom he sold an insurance pol- 
icy to call him and have him come over and 
take care of their wants whenever they needed 
more insurance. He also said that he made it 
a point not to get so serious that he couldn't 
smile. He told a number of amusing stories 
about actual experiences in which his ability to 
see the humor in a situation in no way detracted 
from the good result attained by his interview. 

Mr. Gilman said that he had been peddling 
life insurance for twenty-five years and he 
didn’t care whether it was called a profession 


Te Ninth One Day Sales Congress of 





or a peddler’s job. He said it was his life’s 
job and he had had more fun, he thought, than 
anybody in America selling life insurance and 
that in those twenty-five years he had never 
called on a total stranger. His idea he said, 
had always been to create a favorable impres- 
sion in the mind of the fellow to whom he was 
trying to sell rather than to take a big brief 
case filled full of literature and tell him about 
death and damnation and widows and orphans 
and scrub women and tears and sadness and 
Sonny Boy and all that sort of sob stuff. 
“Watchful Waiting Order Taking” was the 
subject of Mr. Earley’s Talk. He is one of 
the youngest of the successful men in the in- 
surance business and has averaged at least a 
million dollars of business a year since he be- 
gan. The year 1923 was his first full year in 
the life insurance business and, he said, during 
the last five years he had taken orders for $6,- 
292,000 of insurance on 5777 lives. In 1928 he 
placed $1,275,000 insurance on 118 lives, the 
average policy being $9723. On old policyhold- 
ers he got $527,000 on 51 lives. During the 
year he made 2904 calls and made 322 inter- 
views. This was an average of 11.4 calls for 
every working day. Analysis of his 1928 busi- 
ness showed that $565,000 on 47 lives came 
from what he chose to call cold contracts. He 
received $182,000 on business on 21 lives as a 


result of telephone calls at the office. Mr. 


Earley drew a picture of what he considered 
the perfect salesman. He should be optimistic 
and cheerful always. He should tell of the 
benefits his product has brought to men in sit- 
uations similar to those of his client and should 
convince the client that he, the salesman, is 
there entirely for his, the client’s, good, and 
that he has not the commission in mind although 
frank enough to say there is a commission 
there. He should be a watchful, waiting order- 
taker. He told of some of the things he never 
did, which included telling canned sob stories 
or talking on insurance to a man in the street. 
He also was not especially enthusiastic on such 
things as a great quota because of the presi- 
dent’s birthday or the vice-president’s trip to 
Miami. The three cultivating implements he 
used were calls, one monthly mailing and sur- 
vey books. He said that he was a staunch be- 
liever in advertising and he spoke highly of 
what the Phoenix Mutual and other companies 
are doing along such lines. In conclusion he 
said that he believed enthusiasm and interest 
in one’s work was everything and that the suc- 
cessful insurance man must keep himself 
primed day by day just as much as he would 
keep himself in good physical condition with 
calesthenics. 

Dr. Piper read a number of letters, some, 
he admitted as bonafide and others not, which 


are received by the medical examiners of an 


insurance company. Many of these were amus- 
ing and were used by Dr. Piper to show that 
there are problems to be met and solved by 
the medical part of the company as well as by 
the agents who sell the insurance. The first 
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line of defense in every life insurance risk, 
presented, he said, is the one which is throwr 
about the company by the agents, and the next 
line of defense is the medical examiner. In 
conclusion he said that he would rather have 
his hand wither at the stock than to lift it in 
any gesture other than one of helpfulness, 
rather than commit one single act that would 
bring loathing and contempt of the public upon 
the life insurance business that he had been 
serving for a quarter of a century. 

William Pidgeon, Jr., a shoe merchant of 
Rochester, spoke on the subject, “How Life 
Insurance Saved a Business.” He said that 
that a new day is dawning and has dawned in 
the business world. Concealment and secrecy, 
with many things being done under cover, has 
passed and a common ground of helpfulness 
and mutual advantage is found. He told of 
his own experience in buying life insurance, an 
experience which covered a considerable num- 
ber of years with the result that, as he ex- 
pressed it, “Now I have two lives—the life of 
a young man with all its vigor, ambitions and 
go-getiveness and thrill in it and also I look 
over here in the sunset and I see myself calm 
and peaceful, enjoying myself, whether I have 
relatives or whether I don’t. I have the means 
to get the things that life ought to offer to 
every old man and woman. And I can enjoy 
these things now here.” 

“A Day in the Field” was the title of a play 
given at the afternoon session with what was 
termed a $1,500,000 cast. Various ways of sell- 
ing life insurance were shown in the different 
scenes. The cast was as follows: General 
agent, Clancy D. Connell; phone canvasser, 
Glenn B. Dorr; early agent, Edward C. Strad- 
ley; late agent, Felix U. Levy; later agent, 
Charles J. Zimmerman; old agent, Horace H. 
Wilson; phone prospect, C. Douglass Galvin; 
young unmarried man, J. S. Ogilvie, Jr.; young 
married man, Hubert Davis; trust prospect; 
Carl H. Hoover; trust representative, Bob 
Roberts; the wife, G. C. Wuerth. 


FORMING BLUE GRASS LIFE 
S. M. Saufley Rumored As Head of Com- 
pany 

FraANKFortT, Ky., March 16.—Although Insur- 
ance Commissioner S. M. Saufley will quit the 
insurance department of Kentucky as its head 
April 1, he will not be idle long. A victim of 
political changes, Mr. Saufley will have 
an opportunity for the remainder of this life 
to get even, and being one of the most accom- 
plished newspapermen and writers in Kentucky 
it is pretty safe to say that the opportunity will 
be presented. It is said that he will head an 
insurance company that will be known as the 
Blue Grass Life Insurance Company, be lo- 
cated at Lexington, and will have a capital 
stock of $1,000,000. Associated with him will 
be some of the wealthiest men in Central Ken- 
tucky, and there is every likelihood that the 
new company will be successful. 
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WASTE COUNCIL TO MEET 


March 26 Is Date of Annual Gather- 
ing in Washington 








CONTEST REPORT AWAITED 





Addresses to Be Mace by William Butter- 
worth and Clarence A. Ludlum 

WasHINGToN, D. C., March 18—The Na- 
tional Fire Waste Council, which is composed 
of representatives of twenty national organiza- 
tions and four governmental bureaus interested 
in fire prevention work, will hold its spring 
meeting in Washington, March 26, it was an- 
nounced to-day by the Insurance Department 
of the Chamber of Commerce of the United 
States. 


The Council will review the progress of fire 
prevention activities carried on in the United 
States during the last year and will also out- 
line a larger program for the coming twelve 
months. Reports received by the Council in- 
dicate that substantial progress was made in 
the last year in the nation-wide campaign to 
cut down the fire losses of the country. 


The spring meeting of the Council will be 
addressed by William Butterworth, president 
of the Chamber of Commerce of the United 
States; C. A. Ludlum, vice-president, Home 
Insurance Company, representing the insurance 
committee of the National Chamber; Harry 
Shearer, assistant secretary, Detroit Board of 
Commerce; Charles L. Simpson, in charge of 
the actuarial bureau of the National Board of 
Fire Underwriters; and Frank C. McAuliffe, 
chief of patrols of the Chicago Fire Insurance 
Patrol. 


Mr. Butterworth will open the meeting and 
welcome the Council in behalf of the Cham- 
ber. Mr. Ludlum, who is chairman of the sub- 
committee which officially links the National 
Fire Waste Council with the insurance com- 
mittee of the Chamber, will stress the per- 
sonal phases of fire prevention. His subject is 
“Fire Prevention Largely an Individual Mat- 
ter.” 

“Community and Chamber Profit Through 
Fire Prevention” will be the subject of Mr. 
Shearer’s paper. The Detroit Board of Com- 
merce has made fire prevention a major activ- 
ity for a number of years with profitable re- 
sults both to the city and the organization. 

Mr. Simpson’s subject is “A Discussion of 
Fire Loss Causes Over a Period of Years.” 
This will bring into relief those phases of fire 
prevention in which progress has been made 
and those requiring further concentrated 
effort. Obviously, the actual loss experience 
over a period of years is the only true yard- 
stick for measuring progress. 

The Council has manifested great interest 
in better training for firemen and the wide- 


spread adoption of modern fire extinguishing 
and loss preventive methods. Chief McAuliffe’s 
address on “Salvage Operations at and After 
Fires” will deal with one important phase of 
this which should be of interest to every com- 
munity. 

Many of the committees of the Council are 
holding meetings in Washington on March 25 
and it is expected that their reports which will 
be submitted on the 26th will show a gratify- 
ing measure of accomplishment. Chief interest 
is in the report of the Contest Grading Com- 
mittee which will present its recommendations 
as to winners and honor cities in the 1928 In- 
ter-Chamber Fire Waste Contest. Reports 
were received from 370 cities, as compared 
with the best previous record of 329 achieved 
in the 1927 contest. 


AMERICAN INSURANCE BUILDING 
PLANS 


Newark Company to Have Seventeen- 
Story Home Office 


The American Insurance Company, of New- 
ark, has announced the plans prepared by John 
H. and Wilson C. Ely, architects, for its new 
building to occupy the property running from 
13 to 21 Washington street, and extending back 
340 feet to Essex street. Seventeen stories in 
height, including the tower, the style of archi- 
tecture is Colonial, using a combination of 
limestone and brick. It will be ready for oc- 
cupancy about the fall of next year. 

While the foundations throughout will be 
for a twelve-story building, only the front wing, 
which is 70 feet deep, will be carried the full 
height at present. For six stories, the building 
will run through the entire block from Wash- 
ington street to Essex street. Ultimately the 
entire building will be carried to its full height. 

The underwriting department will be pro- 
vided with a room 60 by 240 feet, and each of 
the six stories in this wing will have a similar- 
sized room. A court yard on the south side 
of the building measuring 32 by 240 feet will 
assure ample parking space for the occupants. 

Quick service to the numerous floors is as- 
sured through a battery of eight passenger ele- 
vators and a separate freight elevator. 

The vicinity of Washington Park, long de- 
voted to residential use, is rapidly becoming part 
of Newark’s business center. The Globe In- 
demnity Company, the Commercial Casualty In- 
surance Company, the New Jersey Fire Insur- 
ance Company, and the Eagle Fire Insurance 
Company are now clustered around the 
park. The Bankers Indemnity Insurance 
Company, just acquired by the American, will 
be housed in this new building, too, making a 
total of six large insurance companies whose 
home offices front on this hollow square. 
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ST. PAUL JOINS U. S. 
AIRCRAFT GROUP 


Company Has Assets of $32,217,597 








TEN CARRIERS NOW IN ORGANIZA- 
TION 





Aggregate Assets of Giant Unit Are $369,- 
858,743 

The St. Paul Fire and Marine Insurance 
Company, St. Paul, has just been elected a mem- 
ber of the United States Aircraft Insurance 
Group and will begin to assume its share of the 
risks in this organization on April 1. The 
group is managed by United States Aviation 
Underwirters, Inc., of which David C. Beebe 
is president and which has its head office at 
80 John street, New York city, though doing 
business throughout the country. 

The addition of the St. Paul Fire to the 
United States Aircraft Insurance Group gives 
the organization a strong and reputable Mid- 
dle Western company to join the outstanding 
carriers already within its ranks. The Group 
now includes six fire insurance companies and 
four casualty companies, all of them leaders 
in their respective fields. The fire companies 
are the Globe and Rutgers with assets of $98,- 
190,644; National Union, assets $20,252,856; 
North River, assets $25,772,402; Pacific Fire, 
assets $6,713,678; St. Paul Fire, assets $32,- 
217,597; and United States Fire, assets $38,- 
570,145. The assets of the fire companies in 
the group, as of December 31, 1928, aggre- 
gated $221,717,322. 

The casualty companies in the Group are 
the Maryland Casualty, Baltimore, with assets 


of $47,104,670; New Amsterdam Casualty, 


Baltimore, assets of $24,596,474; New York 
Indemnity, New York, assets of $8,567,665; 
and United States Fidelity and Guaranty, Bal- 
timore, assets of $67,872,612. The aggregate 
of assets of the four companies, as of Decem- 
ber 31, 1928, is $148,141,421. 

As indicated by the foregoing, the United 
States Aviation Insurance Group, through its 
member companies, has total assets of $369,- 
858,743. This gigantic sum stands back of the 
policies issued and puts the Group in a uniquely 
strong financial position. 


Jailed for Lack of License 

Selling insurance without an insurance 
agent’s license proved somewhat unprofitable 
to Herbert Van Sciver, 62 years old, of 
Springdale, Conn. He was arrested a week 
ago Saturday charged with such an offense 
and last Thursday was fined $200 and sent to 
jail for 30 days by Deputy Judge Finney in 
the Greenwich Town Court. He was pre- 
sented as a third offender. The case had been 
investigated by Joseph H. Maurice, supervisor. 
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REBUKES FIRE EXECUTIVES 


Albert C. Conway Talks Plainly at In- 
surance Society Dinner 








REPLY TO SIDNEY R. KENNEDY 





President of Buffalo Insurance Company 
Aroused New York Superintendent by 
Plea for Less Supervision 

Speaking at a dinner given by the Insurance 
Society of New York in honor of Albert Con- 
way, superintendent of insurance of the State 
of New York, Sidney R. Kennedy, president 
of the Buffalo Insurance Company, of Buffalo, 
created a mild sensation by delivering, in his 
usual witty and pointed style, an oration upon 
the evils of over-supervision. He bluntly ad- 
vocated the greatest freedom to insurance com- 
pany management consistent with proper secur- 
ity to the public. The superintendent is un- 
derstood to have discarded the address which 
he had prepared in favor of a sharp defense of 
the State, based largely on the theory that the 
bulk of the present regulatory statutes have 
been forced upon the State by the fire insur- 
ance interests themselves. His address might 
have been interpreted as a rebuke to insurance 
executives for their inability to reguiate their 
own affairs. 

Mr. Conway told the insurance men that he 
presumed he was what might be termed a tole- 
rated guest at the banquet and so “we: might 
as well have it out.” He said that he did not 
believe in the government entering business and 
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that he felt that business should be let alone. 
He asserted that he held to the same premises 
as Mr. Kennedy, who, in his address, had pro- 
tested against excessive regulation and ex- 
pressed the hope that the insurance business 
might be left alone. But, he said, his conclu- 
sions were somewhat different than those 
arrived at by Mr. Kennedy and it was along 
the elaboration of that statement that he “had 
it out” with the insurance men. 

He told them that they had failed in one 
thing, they had not sold themselves and so their 
business to the public. He pointed out that 
the public utilities companies had done just 
that thing with the result that the dislike and 
suspicion of the public once held regarding 
them had so completely changed that no 
longer is there the constant demand for regu- 
lation of public utilities. 

Mr. Conway put directly upon the shoulders 
of the insurance men themselves the respon- 
sibility for some of the departmental regulation 
from which Mr. Kennedy in his speech had 
begged to be delivered, and he illustrated the 
point by referring to the request recently re- 
ecived by the New York State Insurance De- 
partment from casualty insurance managers in 
New York that the department deal with the 
automobile fleet rate situation, or, in other 
words, that the department clean it up. The in- 
surance men, he said, frequently call upon the 
insurance department to help in situations 
which they find themselves unable to handle. 

Mr. Kennedy, who spoke before Commis- 
sioner Conway was heard, said that what the 
insurance business needs is a reasonable amount 
of being left alone. He deplored the constant 
interference on the part of the government, 
Federal, State and municipal, with insurance 
and other business, and said that if it continued 
the average man would finally be reduced to the 
status of a moron who could not even open a 
can of tomatoes without the paternal super- 
vision of the government. He believed the in- 
surance department should satisfy itself re- 
garding the ample solvency of an insurance 
company and make certain that the rates as a 
whole were proper. He deplored the way in 
which the insurance companies are taxed and 
that 96 per cent of the money so collected is 
used for purposes other than the supervision 
or improvement of insurance. He felt it would 
be a spendid thing if the new Commissioner 
of Insurance would take the lead in opposing 
such taxation and so bring about the lowering 
of the cost of insurance. 

William D. Winter, president of the Insur- 
ance Society, presided at the meeting. 


E. J. Barrett in New Connection 

The Edris Service Corporation, New York, 
announces that Edward J. Barrett, formerly 
an underwriter for the Travelers Insurance 
Company, Hartford, has joined its organiza- 
tion as special representative. He will devote 
several months in learning the details of the 
investigating business and will then be in 
charge of the contact department. Mr. Bar- 
rett is well known among insurance under- 
writers. 
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WILL WRITE JEWELRY FLOATERS 
America Fore Companies Broaden Types 
of Coverage Offered 
Beginning April 1, the Continental Insurance 
Company and other members of the “America 
Fore” group of fire insurance companies will 
add the insurance of personal jewelry and furs 
to their lines of coverages on the usual “all 
risk” Agents will rapidly be supplied 
with jewelry applications and the well-known 

“fur coat” policies. 

With the exception of jewelers’ block poli- 
cies, the “America Fore” companies now pro- 
vide their agents, either direct or through the 
Marine Office of America, with a complete line 
of ocean and inland marine facilities. 

These companies are expected to become af- 
filiated with both the jewelry and fur confer- 
ences. 

A survey made in connection with the de- 
cision of the “America Fore” companies to 
write these additional classes of business, 
brought to light the fact that the people of the 
United States own more than four billion dol- 
lar’s worth of diamonds. 


form. 


Handsome Gains of Security Fire of 
Davenport 

From the 46th annual statement of the Se- 
curity Fire Insurance Company of Davenport, 
Ia., it is learned that the company made excel- 
lent advances during the year 1928, having in- 
creased its assets by nearly $500,000, and added 
nearly $360,000 to its surplus to policyholders. 
The company now possesses assets amounting 
to $2,068,163, and after providing for its rein- 
surance reserve, $864,849, and for other liabili- 
ties, it shows a surplus to policyholders of $1,- 
060,962, including $500,000 capital. The com- 
pany is now stronger than at any previous 
time in its history, and its premium income last 
year, $606,793, was larger than in any previous 
year. James W. Bollinger is president of the 
Security Fire, and E. E. Soenke is secretary and 
general manager. 


Progress of National Guaranty Fire 

The National Guaranty Fire Insurance Com- 
pany, of Newark, N. J., in it’s statement as of 
December 31, 1928, shows assets of $1,012,597. 
The surplus shown is $136,221, which added 
to the capital of $542,200, gives a surplus to 
policyholders of $678,421. The unearned pre- 
mium reserve amounts to $252,265. 

All of these items represent substantial gains 
over similar items in the statement of Decem- 
ber 31, 1927, thereby indicating that the com- 
pany is making comendable progress. John R. 
Shields is president of the company, Spencer 
Baldwin is vice-president and Joseph J. Shields 
is secretary. 
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WILL INCREASE CAPITAL 


Chicago Fire and Marine and Presi- 
dential Take Action 








TWO COMPANIES TO GET $6,000,000 


Increasing Importance of Chicago as In- 
surance Center Given as Reason 


Cuicaco, Int., March 18—With a view to 
establishing Chicago as an important fire un- 
derwriting center of the country, stockholders 
of the Chicago Fire and Marine and its run- 
ning mate, the Prudential Fire and Marine, 
have approved plans for adding more than 
$6,000,000 of additional capital and surplus to 
the companies. The new stock will be offered 
to the public through a syndicate of bankers the 
members of which will be named later. 

Leo H. Lowe, director of trade and com- 
merce, has approved the proposed increase and 
also has approved the adjustment of the 
finances of the two companies which was voted 
by the stockholders in anticipation of the forth- 
coming increases. 

These adjustments provided that one-half 
of the capital of each of the companies should 
be transferred to surplus. This was done so 
that the capitals of the two companies will not 
be top heavy when the increases are made, ac- 
cording to Harold M. O’Brien, president. Thus 
the capital of the Chicago Fire and Marine 
was reduced from $1,000,000 to $500,000 and 
the surplus was increased from $371,000 to 
$871,000 and the capital of the Presidential 
was reduced from $500,000 to $250,000 and the 
surplus was increased from $169,000 to $319,- 
000. 

It is planned to issue 100,000 additional $10 
par value shares for the Chicago and 30,000 
additional $25 par value shares for the Presi- 
dential. The sale prices of the shares have 
not yet been fixed, but it is anticipated that the 
Chicago’s will be approximately $40 a share 
and that of the Presidential will be approxi- 
mately $80 a share. If this transpires, the 
Chicago will receive $1,000,000 of additional 
capital and $3,000,000 additional surplus and 
the Presidential will receive $750,000 addi- 
tional capital and approximately $1,650,000 ad- 
ditional surplus. 





California Fire Premiums and Losses 


Los ANGELES, Cair., March 16.—Net in- 
curred losses to fire insurance companies in 
California were 35.4 per cent for last year, 
according to statistics on file with the State 
insurance department. The figure for the pre- 
vious year was 40.2. 

Fire insurance premiums written by all stock 
companies in California, with the exception of 
two companies whose statements have not 
been filed, during 1928 totaled $42,801,020, with 
paid losses of $16,353,642, a ratio of 38.8 per 
cent, as compared with 36.9 per cent for 1927. 
Net incurred losses totaled $15,177,615, or 35.4 
per cent. 

In net fire premium income in this State 
during the past year, the Fireman’s Fund led 
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all companies with a volume of $1,767,715. The 
only other company which topped the million 
mark was the Insurance Company of North 
America, with net premiums of $1,109,105. 


LOS ANGELES AUTO SHOW LOSS 
Net Loss to Any One Company Said Not to 
Exceed $10,000 

Los ANGELES, CALiF., March 16.—With 
practically all losses paid, the disasterous fire 
which destroyed the annual Auto Show here 
last week, is becoming history. Figures com- 
piled on the losses sustained are interesting. 
Of the 313 cars destroyed, 102 were covered by 
the Pacific Indemnity Company, 86 by the Fire- 
man’s Fund, 25 by the National Automobile 
Company, 23 by the West America Commer- 
cial Company and 17 by the Twin City Fire 
Insurance Company. The balance were insured 
in small lots among numerous companies. 

While the gross loss to the above companies 
runs into a sizeable figure, it is reported that 
the lines were well distributed through reinsur- 
ance and that the net loss did not exceed $10,- 
000 for any one company. 

Underwriters who visited the Show before 
the fire state that the tent in which the dis- 
play was held was little more than a firetrap. 
The roof as well as the floor was covered with 
tar paper and the interior was decorated with 
long paper streamers hung from the roof. 
Salvage from the damaged cars is expected to 
be very light, due to the intense heat of the 
fire which melted metal and glass fixtures, 


DINNER TO CHARLES S. ROSENWEIG 
Brokers to Honor Chairman of Cost Com- 
mittee 
The board of directors of the Fire, Marine 
& Liability Brokers’ Association of the City 
of New York, Inc., have voted that the. mem- 
bers of the association and their friends may 
best show their appreciation of the services 
rendered to them by Charles S. Rosenweig by 
tendering him a testimonial dinner at the Hotel 
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Biltmore, Wednesday evening, April 10, 1929. 

The dinner has been arranged so that those 
in attendance may be given an opportunity to 
suitably express to Mr. Rosenweig their ap- 
preciation of his good work as chairman of 
the committee on operating costs and chairman 
of the committee which successfully opposed 
the plan of the Central Bureau of the casualty 
companies for the adoption of a uniform appli- 
cation blank; these efforts having resulted in 
a definite improvement in the status of the in- 
surance broker. 
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150.WILLIAM STREET NEW YORK 


147 years of successful business operation. 
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WE WANT MEN 


—men who are self-con- 
fident— 

—tmen whe are morally 
dependable— 
—men who are finan- 

cially responsible— 

—men who are anxious 

to accomplish results— 

«men who are open to Partnership-basis 
Agencies 


LIFE HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, 
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Tell it all in the 
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GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 
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1824 1929 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 








THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Coa- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 

ractice makes new benefits retroactive for old policy- 
Golders so far as possible. Agents contracts upon 
salary basis direct with company. 


Great American 
Insurance Company 


om NowPork 
Your ew Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1929 


$15,000.000.00 


LL OTHER LIABILITIES 


24, 465. 534.40 


ET SURPLU 


27.7 29, 318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.7 1 


LOSSES PAID POLICY HOLDERS 


-$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, IIl. 
G. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Go., General Agents, 11 Se. William Street 
SAN FRANCISGO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 














C. E. Clarke, President J. R. Anthony, Jr., 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 
General Offices: Physicians Building, Jacksonville, Fla. 


Accident and Health Insurance Commercial and Industrial 


Secretary 








- KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 

















LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 
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Agents 


only the question of mandatory lines, accord- 
ing to the speaker, which precipitated the pres- 
ent controversy. These lines on equipment, ad- 
jacent buildings, etc., were mandatorily written 
through the pool and when a flat commission 
of 10 per cent was laid down, whereas the com- 
missions had been running from 15 to 25 per 
cent, according to their location, the agents 
were naturally led to protest. The National 
Association, pointed out the speaker, took no 
part in the matter until some time after the 
State Associations in the territories affected 
and the Tulsa Fire Insurance Exchange had 
adopted resolutions condemning the commission 
edict. 

In attempting to dispose of the companies’ 
argument that the reduction was necessary first, 
because this class of business was underwritten 
at a loss, and second, because outside competi- 
tion was severe and had to be met by lowered 
rates, Mr. Bennett declared that the answer to 
a loss ratio is rate adjustment, not commission 
cutting, and asked by what right is the assump- 
tion granted that the production line of the 
business shall be the first to suffer when read- 
justment is necessary. The speaker, moreover, 
refused to admit that the oil business had been 
unprofitable to the fire insurance companies 
and suggested that in view of the profits which 
the companies had enjoyed in 1928, they were 
choosing a most inauspicious time to reduce 
commissions. 

The whole case for the agents is being 
summed up in a brief, still in the course of 
preparation by the executive committee of the 
National Association, which will be presented 
to the Oil Association in the near future. When 
the National Association convenes for its an- 
nual meeting in the fall, definite results, one 
way or the other, will be reported to the mem- 
bers by the executive committee. 

Members from the cotton States, who are 
confronted with a similar problem met in 
special sessions, and as a result, presidents of 
State Associations have been requested to name 
one of their members to serve on a commit- 
tee to confer with the Cotton Insurance Asso- 
ciation and the Cotton Fire and Marine Insur- 
ance Association relative to adjustment of com- 
missions on policies written on cotton in transit. 

A spirited discussion followed the presenta- 
tion of the above matter by the executive com- 
mittee, the majority of the members appear- 
ing to be squarely behind the committee in the 
stand it has taken. Among others, valuable 
suggestions were offered by Fred M. Burton 
of Galveston, J. W. Cook, Providence; Tom 
Ridge, Kansas City, and Col. Walker Taylor 
of North Carolina. 

An apparent conviction on the part of the 
executive committee that interest was lacking 
in the advertising feature of the Five Year 
Development program was sternly corrected 
by Messrs. Stuart of Tulsa, Okla.; Dixon of 
Georgia, and Caldwell of Knoxville, Tenn., 


Thresh Out Problems 


(Concluded from page 3) 


who announced intentions of wresting the prize 
awarded to the New Orleans Association at 
West Baden last year for the best series of 
advertisements appearing in newspapers. By 
unanimous vote the committee was authorized 
to put on another contest. 

In taking up the question of compulsory 
automobile liability insurance President De Van 
adopted a procedure of calling upon represen- 
tatives of States where the compulsory law, or 
some alternative to it, is already in practice. 
This provided a sound basis and direction for 
the general discussion which followed as the 
chairman was particularly happy in his choice 
of “expounders.”’ 

Charles W. Varney of Rochester, N. H., ex- 
plaining the law now in operation in his State 
said that it is an adaptation of the Stone plan, 
so-called because of its sponsership by Edward 
C. Stone, United States manager of the Em- 
ployers Liability Assurance Company, Boston. 
The New Hampshire law, in brief, provides 
that an automobile owner may be cited in court 


‘by an injured party. If the court finds liability 


and no financial responsibility, the offender’s 
license and registration are canceled in New 
Hampshire until the judgment has been made 
good. TFinancial responsibility may be proved 
in three ways: possession of an insurance pol- 
icy covering property damage with five and ten 
limits ; postage of a bond, or cash. In Mr. Var- 
ney’s opinion, two particular provisions made it 
attractive to the legislature and were largely in- 
strumental in effecting the passage of the bill. 
One was that the plan brings all cars driven 
within the State, whether owned and operated 
by New Hampshire residents or not, under its 
jurisdiction; the other was the suspension 
privilege, which permits pro rata credit during 
the winter months when the car is not in use. 

Significant statistics were quoted by Mr. 
Varney to indicate the effect of the bill which 
has been in operation since June 1, 1927. He 
said that whereas 3 per cent of the car owners 
in New Hampshire previously carried insur- 
ance, it is estimated that from 70 to 75 per cent 
are now provided with this coverage. Where- 
as, the number of fatal accidents in the State, 
according to the speaker, were 1.3 per cent 
one thousand cars in 1927, the fatal accident 
ratio was .7 of 1 per cent in 1928. 

A very different kind of story came out of 
Massachusets where compulsory automobile 
liability insurance is in force. Fred B. Smith 
of Haverhill said that in addition to the con- 
viction held by most insurance men that it is 
but a short step from compulsory insurance to 
a State fund, agents had a practical grievance 
in that the registration date of January 1, piles 
up the bulk of the automobile business in one 
or two weeks. E. J. Cole of Fall River cited 
Massachusetts’ 80,000 accidents under the com- 
pulsory law last year and urged that insurance 
men everywhere assist their legislatures in find- 
ing an effective substitute. 
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Sharp interest was evinced by the members 
in the Safety Responsibility Bill, summarized 
before the Conference by Eugene Beach of 
Syracuse, N. Y. This bill, sponsored by the 
American Automobile Association and the 
United States Chamber of Commerce, has been 
printed in detail in previous issues of THE 
Spectator. The executive committee are in- 
clined to favor an endorsement of this bill by 
the National Association of Insurance Agents. 


The sentiment of the convention seemed tu 
be that legislation against the reckless driver 
and the financially irresponsible motorist is 
necessary and inevitable and that compulsory 
insurance is imminent if effective a’ternatives 
are not quickly proposed. 


The Better Business Methods program was 
left chiefly in the capable hands of H. W. 
Doebler of Remington Rand, Inc., New York, 
who have a special department devoted to in- 
surance records. Revealing a good grasp of 
the insurance business and of the problems re- 
lated to the accounting and statistical branch 
of agency management, Mr. Doebler gave a re- 
freshing talk of real educational value. The 
chief point to remember in office management, 
the speaker brought out, was that recording 
systems should be made to fit particular condi- 
tions and that a business should not be turned 
upside down in order to make it conform to a 
standard type of record card. “Systems,” said 
Mr. Doebler in a rather memorable phrase, 
“are not sold; they are created to meet cer- 
tain needs.” 


If any agent at the Mid-Winter Conference 
returned home without the fundamentals of a 
feasible plan for financing insurance premiums 
clearly posted in his mind, it was not the fault 
of Harold E. Dodge of Buffalo, N. Y. Called 
upon by Chairman De Van to explain the work- 
ings of the State Association, Service, Inc., the 
company organized to finance instalment pre- 
miums for the members of the New York State 
Association of Insurance Agents, Mr. Dodge 
made a detailed technical analysis of his sub- 
ject sound as simple as a bed time story. The 
plan is doubtless familiar to all readers of THE 
SPECTATOR as the meeting of the New York 
State association at which the finance company 
was launched was reporied in full in this jour- 
nal. A branch office company, said the speaker, 
is peculiarly well equipped to operate on an in- 
stalment basis but it would be so expensive for 
an agency company that it would require a re- 
division of acquisition costs, and agents, the 
speaker remarked drily, usually come out on 
the small end of the horn in such matters. The 
chief objection to companies operating on this 
basis as stated by Mr. Dodge and other com- 
mentators was that the collection of premiums 
was strictly a privilege and duty of the agent 
and that for the company to come in direct 
contact with the assured was decidedly undesir- 
able from the agent’s point of view. 
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Casualty and Surety Reinsurance 
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PUBLIC INDEMNITY COM- 
PLETES ORGANIZATION 


A. L. Johnston Heads Administration 
as General Manager 








A. T. VANDERBILT, CHAIRMAN, AND 
J. T. DARGAN, JR., PRESIDENT 





Capable and Experienced Executives Com- 
pose Notable Staff 


Organization plans of the Public Indemnity 
Company, Newark, as a running mate of the 
Public Fire, have been completed and as soon 
as the New Jersey Insurance Department has 
made the qualifying examination the company 
will begin business. That will probably be 
this week or at least in the very near future. 
The same board of directors acts for both com- 
panies with Arthur T. Vanderbilt as chairman 
and J. T. Dargan, Jr., as president of each. 

The Public Indemnity will write general cas- 
ualty and fidelity and surety lines and has a 
paid-in capital of $500,000, with a surplus paid 
in of $2,000,000 and equipment expenses of 
$100,000. paid in. This financial structure of 
$2,600,000 was erected without any stock sell- 
ing expense either to the Public Indemnity or 
its stockholders. Ultimate plans call for $1,- 
000,000 capital and $4,000,000 surplus. 

The administration of the Public Indemnity 
will be in direct charge of Andrew L. John- 
ston as vice-president and general manager. 
General Manager Johnston was formerly vice- 
president of the Independence Indemnity Com- 
pany at Philadelphia and is well and favor- 
ably known throughout the country to a great 
number of agents, general agents and company 
officials. He is thoroughly familiar with the 
casualty and surety business and has had many 
years of experience. 

The personnel of the staff of the Public In- 
demnity is composed of men who have had 
extended and successful experience in such 
insurance work as devolves upon their several 
posts. These executives include: 

Edward V. Mills, vice-president and secretary, 
formerly secretary-treasurer of the Constitu- 
tion Indemnity, Philadelphia; Fred A. Rye, 
vice-president, now vice-president of Public 
Fire; G. A. Archambault, manager of the Pa- 
cific Coast department, San Francisco, Calif., 
formerly Pacific Coast manager of the Inde- 
pendence Indemnity; O. H. Linn, fidelity and 
surety department, formerly connected with the 
Metropolitan Casualty, National Surety and 
New York Indemnity; Hugh W. Allen, auto- 
mobile department, now secretary in charge of 
the automobile department of Public Fire; 
Wilbert E. Clark, accident and health depart- 
ment, formerly of the United States Casualty 
and the AXtna Casualty and Surety; George A. 
Oldfield, safety engineering department, for- 


merly of the Employers Liability and the Glens 
Falls Indemnity Company; Charles E. Stade, 
claims department, formerly of the New Am- 
sterdam Casualty. 


ARTHUR L. DIETRICK JOINS EQUI- 
TABLE CASUALTY 
Heads Burglary Department of LeRoy 
Myers Agency, Metropolitan New 
York Managers 


The Equitable Casualty and Surety Company, 
through Executive Vice-President John L. Mee, 
announces the addition of Arthur L. Dietrick 
to its producing staff. Mr. Dietrick becomes 
vice-president and head of the burglary de- 
partment of the LeRoy Myers Agency, Inc., 
metropolitan managers of the company, with 
offices at 138 William street, New York city. 

Mr. Dietrick has had sixteen years of experi- 
ence as a burglary insurance producer, having 
come to New York from Binghamton in 1912 
to join the Fidelity and Deposit in charge of 
burglary and accident and health lines. He 
was subsequently made assistant manager of 
the company’s metropolitan branch. 

In 1918, when the Fidelity and Deposit dis- 
continued all casualty lines with the exception 
of burglary insurance, Mr. Dietrick decided to 
specialize in that class and under his direction 
the Greater New York burglary business of the 
Fidelity and Deposit has been developed to a 
point where the company’s premium volume in 
that line exceeds that of any other company in 
the city. Mr. Dietrick joins the Equitable. Cas- 
ualty and Surety from the Fidelity and De- 
posit. 


Voice Insurance for the “Talkies” 
(Concluded from page 3) 
felt that the companies will soon be invited to 
write many similar policies for large amounts 
on the voices of other film stars. 

Bret Harte once remarked that the heathen 
Chinese was peculiar. But he didn’t know any 
movie press agents. When First National Pic- 
tures took out the $1,000,000 policy on the voice 
of Corinne Griffith, it asked the Commonwealth 
Casualty to keep the fact a secret. The com- 
pany did and was surprised to see the story 
appear in the daily papers. 


Franklin Surety Licensed in Massachusetts 

The Franklin Surety Company, which has its 
home office at 123 William street, New York 
city, has been licensed to write fidelity, surety, 
burglary and plate glass business in Massachu- 
setts. Morris Rosenberg has been appointed 
general agent for Boston and the metropolitan 
district of The Hub. 
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GERMANIC INDEMNITY IS 
GETTING READY 


Will Act as Running Mate for Ger- 
manic Fire 








INTERNATIONAL GERMANIC TRUST 
COMPANY AFFILIATIONS 





Preliminary Plans for New Carrier Now 
Being Formulated 


Interests affiliated with the International 
Germanic Trust Company and the Germanic 
Fire Insurance Company are engaged in the 
process of laying plans for the formation of 
a casualty and/or surety organization which 
will probably be known as the Germanic In- 
demnity Company and will have its home office 
in New York city. 

The exact financial structure has not yet been 
definitely determined nor has an official staff 
been selected. The Germanic Indemnity, which 
is still in the embryo stages, will, however, very 
likely have a substantial capital and surplus 
large enough to permit adequate facilities for 
the acceptance of desirable lines and to allow 
of rapid nation-wide expansion. While con- 
fining its efforts to Eastern territory at first, it 
is understood that the new carrier will apply 
for entry into other States as business develop- 
ment warrants. 

As is well known, the chairman of the board 
of the International Germanic Trust Company 
is James A. Beha, former superintendent of In- 
surance of New York. Chairman Beha’s in- 
valuable guidance, suggestion and administra- 
tive power, as well as his familiarity with con- 
ditions throughout the country will doubtless 
be available for the Germanic Indemnity though 
there is as yet no indication that he will occupy 
an official position with the new company. 


Harry E. Scanlan Joins New York Branch 
of Metropolitan Casualty 

~ The recent selection of Harry E. Scanlan as 
superintendent of the fidelity department of the 
New York branch office of the Metropolitan 
Casualty Insurance Company of New York, 
rounds out the executive personnel of that of- 
fice, according to Manager Carl J. Stephan. 

Mr. Scanlan is a graduate of Loyola College, 
Baltimore, and Fordham Law School, New 
York, and during the war served as 2nd lieuten- 
ant with the field artillery. For a time he was 
a partner in the insurance brokerage firm of 
the Duggan & Scanlan Agency in Philadelphia, 
going from there to the local court bond de- 
partment of the National Surety Company. He 
has been in turn connected with the Royal In- 
demnity Company and Johnson & Higgins, in 
important bond underwriting capacities. 

Mr. Scanlan goes to the Metropolitan from 
the Seaboard Surety Company. 
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Founder of Borg & Beck Corporation (now Borg Warner), Davenport, Iowa 
M. H. CALDERWOOD 
Banker; President, Mississippi Valley Fair & Exposition; Ex-President, 
Iowa Bankers Asscciation, Davenport, Iowa 
JEREMIAH F. CONNOR 
Attorney, New York City 
GEORGE E. DECKER, 
President of the Register Life Insurance Company; 
Director of the American Commercial and Savings Bank; 
Davenport, Iowa 
FRANK H. ELLIS 
P. W. Chapman & Co., Inc. 
New York City, and Chicago 
H. C. KAHL 


Director, Citizens Trust & Savings Bank; 
Vice-President, Walsh Construction Company, 
Davenport, Iowa 


CASUALTY INSURANCE 


FEDERAL SURETY COMPANY 


DAVENPORT, IOWA 
W. L. TAYLOR, President and General Manager 


CONDENSED FINANCIAL STATEMENT 


As Reported to 
The United States Treasury Department 
December 31, 1928 


Adjusted to give effect to new capital and surplus to March 1, 1929 


ASSETS LIABILITIES 
esa TET a ery = ge aR Py $2,364,147 .17 I Ns 0 SAREE ES AS $1,290,000. 00 
Stocks gud Rouds...............-... 549,589.82 "ae & caaniiace 
: er Ss a. ees es 041. 
First Mortgage Real Estate Loans..... 713,243.25 For Unearned Premiums 713/220.30 
Premiums Due from Agents.......... 613,405.14 ek Cheeta 86,591.27 
Due from Other Companies........... 98,222.40 For Reinsurance (net).. 76,090.76 
a ee 329,670.53 ay rrr 37,238.00 
Total Aesets.............0..%! $4,668,278. 31 Total Reserves............-++. 1,458,481.71 
. OS ne 18,000. 06 
Less Assets Not Admitted............ 209,119. 60 Net Surplus Ro eg Oe 1,692,677 .00 
Total Admitted Assets...............$4,459,158.71 $4,459,158 .71 
DIRECTORS 
H. A. BISHOP M. LANDAUER 
Director Western Union ‘Telegraph Company Member of Tl ee & Landauer 
C. W. BORG ALFRED C. MUELLER 


Announcing the Establishment of its Eastern Department and 
Manhattan Branch at 60 John Street, New York City— 
51 Maiden Lane, New York City 


Pollock Agency, Inc., Managers, Manhattan Branch 


Edward T. Shipman, Resident Vice President 
Manager of Eastern Department 






































Capitalist and Attorney at Law, Davenport, Iowa 


CHARLES PAUSNER 
VanderPoel, Pausner & Webb, Inc., New York City 


CHARLES D. ROBBINS 
Charles D. Robbins & Company, Members of New York 
Stock Exchange, New York City 


CHARLES SHULER 
Director, American Commercial and Savings Bank, Bettendorf Co.; 
Director and President of the Colorado Utah Coal Company, 
Davenport, Iowa 
W.L. TAYLOR 
President, Federal Surety Company;§Director and President 
Standard Federal Fire Insurance Company 
W. IRVING THROCKMORTON 
Throckmorton & Company, Bankers, New York City 
FRANK B. YETTER 
Active Vice-President, American Commercial and Savings Bank; Director, 
Register Life Insurance Company, Ex-President Iowa 
Bankers Association, Davenport, Iowa 


SURETY BONDS 
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Major Reed M. Chambers— Expert 


United States Aviation Underwriter 
A Short Sketch of the Man Who Commanded Uncle 


Sam’s “Hat-in-the-Ring” Squadron in France 


In the headquarters of the United States 
Aviation Underwriters, Inc., at 80 John street, 
New York city, the post of vice-president in 
charge of all underwriting operations is oc- 
cupied by a man who was one of the first two 
American flying officers to cross the battle lines 
of France in American uniform during the 
World War. That man is Major Reed M. 
Chambers, experienced pilot, experienced or- 
ganizer and experienced aviation insurance un- 
derwriter. The officer who flew on that first 
American air patrol with him in May of 1918 
was the famous Eddie Rickenbacker. 

Behind the achievements of Major Chambers 
is a story of singleness of purpose that won suc- 
cess and that gave the business of insuring air- 
craft hazards in the United States a technician 
and underwriter of the highest calibre, evolved 
from a wealth of experience that places him 
among the experts. 


Ear_ty ENTHUSIASM 

A native of Memphis, Tenn., Major Cham- 
bers was attracted to aviation while a boy and 
avidly read and studied all the material culled 
from the exploits of the Wright brothers and 
others who were the pioneers of heavier-than- 
air craft. His is the tale of the youth who left 
home to seek his fortune and who, while work- 
ing at numerous and diverse jobs, never lost 
sight of his dream becoming actively con- 
nected with aviation. Finally he made that 
dream come true. 

The ante-bellum days found Reed Chambers 
a laborer in the harvest fields of Kansas, doing 
a man’s work while still in his ’teens and build- 
ing the strength of muscle and nerve that was 
to give him the instant coordination of mind 
and body necessary for the outstanding pursuit 
pilot he became. From Kansas he went to Colo- 
rado Springs where, in his own phrase, he dis- 
covered himself “just fresh out o’ money.” To 
remedy the situation he took ‘the first job he 
could find—that of bus boy in a local restaurant 
with hours of from 5 A. M. to8 P. M.! At 
that time, about 1911, two barnstorming avia- 
tors were scheduled to make an exhibition 
flight from Roswell Park and Chambers sought 
the manager of the restaurant for permission 
to go and see the spectacle. The permission 
being denied, he incontinently resigned and a 
few hours later stood in the crowd that watched 
one of the early “box-crate” machines make a 
short flight. If any spur were needed to his 
ambition to become a pilot that incident fur- 
nished it. 

Returning eventually to his home State of 
Tennessee, the aviation enthusiast joined the 


First Tennessee Infantry, National Guard, and - 


got ready to go to the Mexican border in 1915. 
Just when it looked as if he were to be a “foot 
slogger,” Congress decided to sent two officers 
from each National Guard unit to Texas for 
flying instruction and his opportunity had come! 


War SquapRon COMMANDER 

Major Chambers made his first flight with 
the famed Eddie Stinson near San Antonio in 
1917 and then, because Congress had forgotten 
the little matter of appropriating the necessary 
funds for its embryonic eagles, returned to 
Memphis where an aerodrome had been planned 
at North Memphis Driving Park. With the 
entry of the United States into the World War 





Mayor Reep M. CHAMBERS 


in April, 1917, Major Chambers left the Ten- 
nessee National Guard and joined the regular 
army Signal Corps, Aviation Section. Of the 
first 12 Reserve Military Aviators in that terri- 
tory, he and Rickenbacker are the only two left 
alive. 

After a long and practical experience as a 
flying instructor, Major Chambers was sent to 
France and was in the first class at the Issoudon 
pilots’ pool. In March, 1918, he joined the 
94th Aero Squadron, attached to a French 
chasse unit and flying Nieuport machines. On 
his first trip over the lines with Eddie Ricken- 
backer, as already mentioned, they became sep- 
arated and Major Chambers landed at a French 
aerodrome strange to him where the troops, 
never having seen an American uniform, de- 
cided that he was a new kind of German spy 
and took him under guard to their commanding 
officer. Much telephoning and many explana- 
tions were necessary to secure his release. 
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Of Major Chambers’ exploits during the ac- 
tive fighting over the battle lines of France, 
much has already been written. How he got 
his majority and the command of the 94th 
Aero Squadron with its famous “Uncle Sam’s 
Hat-in-the-Ring” insignia is a tale for aero- 
drome discussion. Suffice it to say that he 
“went out” with 94, came back as its command- 
ing officer and after mustering that squadron 
out of service, organized the First Aero Pur- 
suit Group in this country in the “piping times 
of peace.” 


AIRLINE ORGANIZER AND OPERATOR 

Resigning from the Army flying service late 
in 1920, Major Chambers subsequently organized 
and operated the Florida Airways, the first 
commercial mail and passenger aeroplane com- 
pany in the United States. The Atlantic Gulf 
line was an outgrowth of the Florida Airways 
and this was the parent of the Aviation Cor- 
poration of America. When the United States 
Aircraft Insurance Group was formed, David 
C. Beebe and Major Chambers were its mo- 
tivators. The United States Aviation Under- 
writers, Inc., is the underwriting unit for the 
Group and of that corporation Mr. Beebe is 
president and Major Chambers is vice-presi- 
dent. The great and varied experience pos- 
sessed by Major Chambers, based on both war- 
time flying and peace-time commercial flying 


operations, has familiarized him with every - 


section of the United States, the equipment and 
hazards at each landing field and the perfor- 
mance of practically all types of aircraft. 
Major Chambers is married and has two 
daughters. 


UNDERWRITER FOR GIANT Group 
The United States Aircraft Insurance Group 


“is composed of six fire and four casualty com- 


panies with aggregate assets of $369,858,743 
and is an important factor in the development 
of commercial aviation in this country both 
from the insurance angle and from the oper- 
ator’s angle. The Group, with Mr. Beebe as 
president of the underwriting corporation and 
Major Chambers as its vice-president and chief 
underwriter, is in a uniquely favorable position 
to serve insurance agents, brokers and compa- 
nies and their assureds. 


C. R. Pillion to Be With Pennsylvania 
Surety 
Harvey B. Marsh, Pittsburgh branch man- 
ager of the Pennsylvania Surety Corporation, 
announces the appointment of C. R. Pillion, 
who will be in charge of claims in his office 
after April 1. 
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Equitable in Practice as in Name 


WE ARE NOW PREPARED to consider general agency 
and sub-agency contracts from representative offices 
for either casualty or surety lines or both, interested in 
connecting with a financially strong company intelli- 
gently managed by former field men. 


To meet competition this company offers the facilities 
of the installment payment plan in connection with 
pleasure car automobile premiums and our new sports 
liability coverage added to pleasure car automobile 
policies. 





Equitable Casualty & Surety Company 


John L. Mee, Executive Vice-President 
* 


2 Lafayette Street New York City 
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FINANCIAL STATEMENT 
of the 


NATIONAL GUARANTY 


FIRE INSURANCE COMPANY 


29 CEDAR STREET, NEWARK, N. J. 





Your production engine 






| will miss—if the spark plug 


| of home office co-operation As of December 31st, 1928 








h d f ] Assets 

aSa ten ency to oul. Mortgage Loans on Real Estate, First Liens............+.+.- $ 100,500.00 
See ae ES Ey ra ar eer Te ee i aie f, 559,384.12 
pg RE ee rr eer CoC rere 61,649.70 
ema Gee CE PCIE oo ain 52s 0. 6:0 csi s sates cama t bcnee 65,000.00 
Cash in Trust Companies, Banks and Company’s Office...... 126,929.53 
YE ye 7 Re Ae mod arenes? loriet marie nt 87,912.45 
Deposits with Underwriters’ Associations..............+ee0: 300.00 
Interest Accrued on Investments...........,.eeeeeeeeeeees 9,063.43 
Reinsurance Recoverable on Paid Losses and Salvage........ 10,585.99 





Less: $1,021,325.22 
Market Value of Bonds and Stocks under Book Value....... 8,727.82 






Olle isansd Maan Meili. <5. loses piixv ids dgdaiccgeos $1,012,597.40 
Liabilities 
2 ee I Re 8 5 ao caer ae ie. ta ae <0 Kee ueea ee wee $ 54,120.15 
ennsy vania urety Reserve for Unearned Premiums. ..........ccccccesesccees 252,265.08 
| Reserve for Taxes and Expenses................ Ssisicee se a 12,750.00 
| Partial Payments on Subscriptions for Capital and Surplus... 15,041.41 
g mat EUs eich os 5.4 v's 00's viv ale scien ses $542,2C0.00 
H Corporation Surplus over all Liabilities..............+--- 136,220.76 
\ es 
Surplus as regards Policyholders. ...........sccccccecccees 678,420.76 
PITTSBURGH, PENNSYLVANIA iin. OS ndies icc ance $1,012,597. 40 






Py BOEMVEL BFE El Orficers' JSP EVER 
JOHN R. SHIELDS, President and General Manager 
JOSEPH J. SHIELDS, Secretary 


Joseph W. Ward, President 








vrreecmmenas! 









































March 21, 1929 


THE SPECTATOR 





Casualty, Surety, Etc. 








AMERICAN (FIRE) BUYING 
BANKERS INDEMNITY 





Purchase Offer Based on Exchange of 
Stock 





PROPOSAL WILL BE ACCEPTED 





Nine Shares of One Company to Be Given 
for Ten of the Other 


At a meeting held last week, the directors 
of the American Insurance Company, Newark, 
voted a purchase offer to stockholders of the 
Bankers Indemnity Company of the same city. 
Basis of the offer is an exchange of stock, nine 
shares of the American’s stock being offered 
for ten shares of the stock of the Bankers 
Indemnity. 

Communication of the offer to directors of 
the Bankers Indemnity resulted in their accept- 
ance of the proposal and their recommendation 
to their stockholders that it be consummated. 
Completion of the junction of the two com- 
panies is undoubted in official circles and it is 
likely that stockholders representing at least 
two-thirds of the stock of the Bankers I[n- 
demnity will accept the offer. 

The Bankers [Indemnity was organized three 
years ago and has made such good progress that 
it was able to close the year 1928 with assets 
of $4,121,546, a capital of $1,000,000 and a 
surplus of $1,000,000. The voluntary reserve 
for contingencies amounts to $146,295. During 
1928 the Bankers Indemnity had a premium in- 
come of $2,444,540 and the company’s advance- 
ment was steady. The large agency plant of 
the American Insurance and its running mate, 
the Columbia Fire, will be able to add mate- 
rially to the premiums of the Bankers Indem- 
nity and the development of its business with 
a minimum of expense. 


“Readiustments” to Be Theme of Health 
and Accident Underwriters Convention 


Cuicaco, Itt., March 19.—“Readjustments” 
will be the theme for the annual convention of 
the Health and Accident Underwriters Confer- 
ence to be held here June 4, 5 and 6, accord- 
ing to Harold R. Gordon, executive secretary. 

“Never within recent years have so many 
radical changes, new developments, adjust- 
ments and readjustments taken place in the ac- 
cident and health business as in the past twelve 
months,” Mr. Gordon said. “The flu, premium 
increases, classificational changes, waiting pe- 
riods, restriction of life time indemnity, special 
policies, the automobile factor, accidental death 
costs, new policies and new coverages, are some 
of the problems that have confronted the busi- 
ness.” 


Union Indemnity’s Eastern Claim Men 
Meet 

The first annual meeting of the branch claim 

managers of the Union Indemnity Company 

and affiliated companies of New Orleans, was 

held on Friday and Saturday of last week by 

the Eastern Department in New York. Be- 





cause of the rapid growth of the affiliated com- 
panies in the fifteen States reporting to the 
New York office, the number of branch offices 
in this territory has increased from two in 
1926 to twenty-six at the present time, five of 
which were opened during 1928, with two 
more to be opened within the next sixty days. 
Following an all-day meeting at the com- 
panies’ building, a dinner was held on Friday 
night at the Hotel Victoria. H. M. Simpson, 
superintendent of the claim division, was toast- 
master on this occasion, and the address of 
welcome was made by Henry F. Weissenborn, 
vice-president of the Eastern Department. 


Compulsory Auto Insurance Heads New 
Crop of Bills in Illinois 

Cuicaco, Itt., March 19.—Headed by the 
bugaboo of compulsory automobile liability in- 
surance which has presented itself in the IlIli- 
nois Legislature, several bills affecting insur- 
ance are on the calendar for consideration by 
committees this week. Important among these 
bills are qualification bills for both agents and 
brokers. 

The first of these two is modeled after the 
qualification bill supported by the National As- 
sociation of Insurance Agents and the second 
is sponsored by the Insurance Brokers Associa- 
tion of Illinois. Representative G. J. Johnson, 
chairman of the house insurance committee, in- 
troduced each of them. 


H. S. Vreeland With Associated Indemnity 

San Francisco, Cauir., March 18—H. S. 
Vreeland has been appointed superintendent of 
fidelity, surety, burglary and plate glass depart- 
ments of the Associated Indemnity Corporation 
in charge of the southern division, with head- 
quarters at Los Angeles. Mr. Vreeland was 
formerly connected with the Pacific Indemnity 
and the New York Indemnity. 


CONSTITUTION INDEMNITY 
TO INCREASE CAPITAL 


Company Will Offer 25,000 New 
Shares at $30 








STOCKHOLDERS’ MEETING ON MAY 
24° 





Addition Would Be $250,000 to Capital 
and $500,000 to Surplus 


PHILADELPHIA, PEenNA., March 18—A 
special meeting of stockholders of the Con- 
stitution Indemnity Company here has been 
called for May 24 to vote on a proposed in- 
crease in the company’s present capital of 
$1,000,000. 

The stockholders are to vote on a proposal 
to increase the present capital of 100,000 shares 
at $10 to 125,000 shares at the same par value. 
The new issue of 25,000 shares is to be sold 
at $30 a share, with $10 going to capital and 
the remainder to surplus, giving the company 
an increase of $250,000 in capital and $500,000 
in surplus. 

The notice states that the new issue, if ap- 
proved, will be offered to stockholders of rec- 
ord as of June 8, 1929, and will give them the 
right to subscribe for one share of the new 
issue for each four shares held of the old issue. 


Joseph B. Young Confirmed As Missouri 
Commissioner 


St. Louis, Mo., March 18—The Missouri 
Senate recently confirmed the appointment 
of Joseph B. Thompson of Kansas City as 
superintendent of the Missouri Insurance De- 
partment to succeed Ben C. Hyde, resigned. 

Former Superintendent Hyde suffered a 
paralytic stroke two years ago and since that 
time had not been able to perform any of the 
duties of his office. His term did not expire 
until July 1. 











Agents 








General Agents 


You can’t give your clients the kind of service 
they are entitled to—and the kind that puts money 
in your pocket—unless you have a connection 
that offers you a real opportunity. 


If you are seeking association with a modern, 
progressive company having adequate financial 
resources and able, aggressive management, you 
will find all that and more in 


FRANKLIN SURETY COMPANY 
123 WILLIAM STREET 


Brokers 








NEW YORK CITY 
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DIRECTORS REPORT ON 
NEW YORK INDEMNITY 





Findings of Special Committee En- 
dorsed by Board 


PRESENT ADMINISTRATION APPROVED 





Unusual Investigation Points to Brilliant 
Future for Company 

At a recent special meeting of the directors 
of the National Surety and New York Indem- 
nity companies, held in the home office, a report 
on the condition and future of the latter or- 
ganization was submitted and approved. This 
report on the New York Indemnity was made 
by a special committee of directors which had 
been appointed to conduct the investigation. 
That committee included Colonel Franklin Q. 
Brown, chairman of the executive committee 
of the National Surety; Samuel McRoberts, 
chairman of the Chatham-Phenix Bank; and 
W. Hobart Porter, nationally known public 
utilities official. 

The report of the special committee gave 
approval and endorsement to the plans of the 
administration of Spencer Welton as _presi- 
dent of the New York Indemnity, expressed 
faith in the future of the company and of the 
business in which it is engaged and made the 
recommendation that the New York Indemnity 
be continued as a separate corporation from the 
National Surety. Ownership of the New York 
Indemnity is to continue with the National 
Surety. 





The report was accepted and approved by the 
directors and the methods which President Wel- 
ton has adopted for reducing loss ratios, cutting 
off undesirable business and acquiring profitable 
new business were endorsed. The unusual re- 
port of this special directors’ committee and its 
findings, argue a successful future for the New 
York Indemnity. 


SOUTHERN SURETY TO OPEN BOSTON 
BRANCH 
George C. Sinclair Will Be Manager for 
New England Territory 

Frank T. Gilson, vice-president in charge of 
the fidelity and surety department, Southern 
Surety Company of New York, has announced 
the appointment of George C. Sinclair as man- 
ager of the branch office of that company to 
be established in Boston, embracing the New 
England territory. 

Mr. Gilson, during a recent visit to Boston, 
arranged for the location of the Boston branch 
in the Public Service Building at 89 Broad 
street, to be ready on or before April 1. 

Mr. Sinclair, although a native of Massachu- 
setts, received his early surety education in Chi- 
cago. A graduate of Dartmouth, he joined the 
Chicago Bonding and Surety Company as a 
special agent in 1915 and later fidelity manager. 

Subequently, he became a partner in the 
general agency of Robert & Heath represent- 
ing the Chicago Bonding in Cook County. He 
has held important posts with the Maryland 
Casualty, Metropolitan Casualty and Commer- 
cial Casualty. 
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SEVEN ‘{ POINT FULL COVERAGE AUTOMOBILE POLICY 








How many times have you heard people envy the man who had 
the foresight to take hold of a good opportunity? 

Vision and foresight is more responsible for success than any- 
thing else. There is a great opportunity for well established agents 














in some communities to materially increase their premium income. 
A letter addressed to this Company will bring you complete details. 
Exercise the foresight now that will mean more profits to you. Pro- 
gressive agents everywhere are coming to the Republic—better make 


sure about your territory now. 


ra REPUBLIC 


CASUALTY & SURETY COMPANY 
35 East Wacker Drive, Chicago 
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EQUITABLE FINANCIAL GETS NEW 
JERSEY BANKERS 
Move Puts $10,000,000 Holding Company 
Back of Equitable Casualty and 
Surety 

A move that materially strengthens the 
Equitable Casualty & Surety Company of New 
York is the decision last week of the Equitable 
Financial Corporation, of the same city, to pur- 
chase the assets of the New Jersey Bankers 
Securities Corporation, Newark. The Equit- 
able Financial Corporation, through this merger, 
becomes a holding company of approximately 
$10,000,000 which should make available for 
the Equitable Casualty & Surety Company, all 
funds necessary incident to its nationwide ex- 
pansion program. The principal officers of the 
Equitable Casualty & Surety will be on the 
board of the Equitable Financial Corporation. 

Harcld Spielberg, chairman of the Equitable 
Casualty & Surety Company is president of the 
Equitable Financial Corporation, and John L. 
Mee, executive vice-president of the Equitable 
Casualty & Surety, is a member of the board 
of the Equitable Financial Corporation. 


INVESTIGATION OF FLEET RATES 
New York Department Examining Auto 
Casualty Writings 
Following a series of hearings on the sub- 
ject, the New York Insurance Department, of 
which Albert Conway is superintendent, has 
begun an investigation into the writing of au- 
tomobile casualty lines. The investigation is 
the outcome of alleged irregularities and legal 
violations in the insurance of automobile fleets 
and examiners of the department are already at 
work in casualty companies’ offices tracing the 

rating and records of such fleets. 

Possibility that the department’s investigation 
would be extended to automobile fire and theft 
insurance on fleets of cars is anticipated and 


there is some likelihood that this will be under- 


taken after the inquiry into casualty rates on 
automobile fleets is concluded. 


W. J. Flynn to Assist M. O. Garner in 
National Surety 

W. J. Flynn, of the 118 William street, New 
York, office of the National Surety Company, 
has been transferred to the home office of the 
organization at 115 Broadway, New York city, 
as assistant to General Counsel M. O. Garner. 
Confirmation of this was obtained this week 
from Counsel Garner who says that the new 
assistant is a capable and energetic aid whose 
work should prove of real value in handling 
the many litigations his department is called 
upon to deal with. 


Commonwealth Casualty May Have Fire 
Running Mate 
The Commonwealth Casualty Company, Phil- 


-delphia, may have a fire insurance company run- 


ning mate according to recent reports from the 
Quaker City which intimate that a definite an- 
nouncement will soon be forthcoming. 
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G. R. DETTE MADE RESI- 
DENT VICE=PRESIDENT 





Acts for Pennsylvania Surety at 
Philadelphia 





EXECUTIVE EXPERIENCE EXTENSIVE 





To Supervise Eastern Pennsylvania, South- 
ern New Jersey, Delaware, Maryland 
and District of Columbia 

PHILADELPHIA, PENNA., March 18.—Joseph 
W. Ward, president of Pennsylvania Surety 
Corporation, Pittsburgh, announces that G. R. 
Dette has been chosen resident vice-president 
here of that company, effective as of today. 
Mr. Dette resigns from the Commonwealth 
Casualty, of Philadelphia, to take this post. 

Mr. Dette’s duties will include the super- 
vision and development of the company’s inter- 
ests in Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and District of 
Columbia, with headquarters at the branch 
office, 112 S. 4th Street, Philadelphia. 

He severs his connection as assistant to 
E. W. Cook, the vice-president of Common- 
wealth Casualty Company, to assume this new 
position. Mr. Dette brings to the Pennsylvania 
Surety Corporation a broad and well-rounded 
experience in the insurance business of more 
than twenty years. He is very well known 
among insurance men generally, having served 
the insurance fraternity in a verv worthwhile 
capacity as secretary-manager of Insurance 
Federation of Pennsylvania for more than six 
years, during which period he spent much time 
with former Insurance Commissioner Donald- 
son in the organization of the first state-wide 
agency qualification movement in America, the 
Insurance Advisory Board Plan. 

Born, brought up and schooled in Pittsburgh, 
he came to Philadelphia over nine years ago. 
His first year in Philadelphia was spent with 
the general agency of A. M. Waldron, then 
with the Federation and for the past two years 
with the Commonwealth Casualty. Mr. Dette 
started his insurance career in Pittsburgh with 
the Biggert Agency, after which he engaged in 
special agency work in the field for the West- 
ern Insurance Company, later he became sec- 
retary of the Pittsburgh Fire Insurance Com- 
pany and upon its control being sold to other 
interests he came to Philadelphia. 

Mr. Dette is a member of the Insurance So- 
ciety of Philadelphia, Insurance Society of New 
York, Insurance Institute of America, the 
Down-Town Club, a director of Insur- 
ance Federation of Pennsylvania and a 
member of the insurance committee of the 
Pennsylvania State Chamber of Commerce. 


Directors of Indiana Federation Meet 

INDIANAPOLIS, IND., March 18.—The annual 
meeting of the board of directors of the In- 
surance Federation of Indiana was held recently 
at the Indianapolis Athletic Club. Thirty of- 
ficers and directors attended, many being from 
cities outside Indianapolis. Elbert Storer, 
agency manager of the Bankers Life of Iowa 
and president of the federation, presided. The 
annual directors’ meeting is second in impor- 


tance only to the annual federation meeting 
which is held each January on Insurance Day. 

The present legislative sesston of the In- 
dianan legislature, as it affects insurance, was 
discussed. Thirty-eight bills applying to in- 
surance in some way were reported on by the 
legislative committee. No unfavorable insur- 
ance legislation was reported by the committee. 

The matter of drawing the nine insurance as- 
sociations that participate in Insurance Day 
into a federation of organizations was presented 
by Mr. Storer and the directors favored the 
idea, referring the plan to the executive com- 
mittee. A centralized insurance headquarters 
for insurance information, meeting rooms, in- 
surance library and secretarial work also was 
considered favorably and referred to the execu- 
tive committee. The matter of incorporating 
the federation was referred to the next an- 
nual meeting of membership. 


MAYFLOWER- FIDELITY INCREASES 
CAPITAL 
100,000 Shares to Have $10 Par Value— 
Additional Lines Authorized 

Stockholders of the Mayflower Fidelity and 
Casualty Insurance Company, Newark, on 
Tuesday of this week voted to increase the cap- 
ital of the company from $100,000 to $1,000,- 
000 divided into 100,000 shares of a par value 
of $10 each. 

The stockholders’ meeting also approved the 
extension of the company’s authority so that 
it shall be permitted to write accident and 
health, steamboiler property damage, fidelity 
bonds, burglary and theft, forgery bonds, plate 
glass and water damage. 


Wounded Bank Teller Gets $2000 Reward 
from Union Indemnity 

A reward of $2,000 “for faithfulness to his 
employers” has been sent to William R. Pur- 
nell, Shreveport bank teller, by the Union In- 
demnity Company, of New Orleans. 

Purnell was shot through the mouth when 
two men entered the bank and attempted to 
rob it. Part of his tongue and jawbone were 
carried away by the bullet and for many weeks 
following the shooting he was in a critical 
condition. Purnell’s nerve and bravery pre- 
vented the criminals from getting away with 
$20,000 cash which was in the bank at the time. 

J. C. Foster, president of the City Savings 
Bank & Trust Company, of Shreveport, in com- 
menting upon the action of the Union In- 
demnity Company, said: “The Union Indemnity 
Company was not in any way obligated to 
make such payment but did so voluntarily and 
without any request on our part or on Mr. 
Purnell’s part. It was certainly a magnificent 
and generous thing for them to do and is 
doubly appreciated by us and by him.” 


Standard Surety Licensed in Two More 
Territories 
The Standard Surety and Casualty Company 
of New York has been licensed to do business 
in the District of Columbia and Pennsylvania. 
This makes a total of 20 States in which the 
company is licensed. 
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ANOTHER INSTALMENT 
PLAN FOR AUTO LINES 


Etna Life and Affiliated Companies 
Make Announcement 





DOES NOT APPLY IN MASSACHUSETTS 





Monthly Premium Payments Allowed—25 
Cent Carrying Charge Specified 

The A&tna Life and its affiliated companies, 
Hartford, have announced a plan for the in- 
stalment payment of automobile insurance pre- 
miums so long as public liability is included 
in the coverage. The plan calls for payment in 
two, three or four monthly instalments with a 
carrying charge of 25 cents on each instalment, 
the producer to retain 50 per cent of this 
charge for handling and collecting payments. 
It is specified that if the supervising office is 
not notified of any unpaid instalment within 15 
days from due date, the producing agent or 
broker will be held responsible for the pay- 
ment of the unpaid instalment. Commissions 
are at the prevailing rate and as the instalments 
are paid. The plan does not apply to Massa- 
chussetts and one or two other States may also 
be brought within the excepted class. 

The announcement of the plan included the 
following description of payments: 

Premiums $20 or less—two equal monthly 
payments. 

Premiums $20.01 to $30—three equal monthly 
payments. 

Premiums $30.01 and over-four equal 
monthly payments. ; 

The instalment payment plan may be applied 
to all automobile coverages issued in connec- 
tion with any automobile policy which includes 
automobile liability insurance. 

A charge of 25 cents will be added to each 
instalment, including the first instalment. The 
total handling charge for a premium payable 
in two instalments will thus be 50 cents; for 
one payable in three instalments, 75 cents and 
for one payable in four instalments, $1. The 
producer will retain 50 per cent of each han- 
dling charge for the collecting and handling 
of the payments. _ as 

As respects premiums qualifying for three 
or four monthly payments, it will be optional 
with the assured to pay such premiums in a 
smaller number of payments, if so desired, pro- 
vided the requirements applicable to the smaller 
number of payments are complied with. 





Jay J. James and 0. H. Shaw Named for 
Missouri Compensation Commission 

Sr. Louts, Mo., March 19.—Governor Henry 
S. Caulfield of Missouri has sent to the State 
Senate for confirmation the appointments of 
Jay J. James, Kansas City attorney, to suc- 
ceed Alroy S. Phillips of St. Louis as a mem- 
ber of the Workmen’s Compensation Commis- 
sion, and of Orin H. Shaw of Jefferson City 
to succeed himself as a member of the same 
commission. 

Mr. Shaw is a Democrat and his original 
term under appointment of former Governor 
Sam Baker expired in November. He repre- 
sents labor on the board. 

Mr. James, a Republican, has been serving 
as legal counsel for the Kansas City branch 
office of the Compensation Commission and is 
said to have a thorough knowledge of the work. 
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Insurance Stocks 








The following quotations, as of March 18, 
1929, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THe 
SpPecTaToR will endeavor to supply the data: 


American Insurance Co. - Eves 
Arthur Atkins & Co., N. Y.......... 
Miliken & Pell, ee XN. : Te 
L. A. Hollander & Co., Newark Sauna cate 
Gilbert Elliott & Co., 4 4 ep 

American Reserve Ins. Co. 

J. Roy Prosser & Co., N. Y......... 

American Salaman 
Henry G. Rolston & Co., N. Y...... 

American Surety 
Lewis & Co., Hartford.............. 


i Co., N. 

Gilbert Elliott & Co., N. Y 

Bankers Indemnity (Newark) = rights) 

Richtee & Pell, Newark, N. J 

tL © Ficliander & Co., Newark...... 
Baltimore-American (new stock) 

. Roy Prosser & Co., N. VY 


enry G. Rolston & 4 a ( 
Gilbert Elliott & Co., , Ee 
Brooklyn Fire 


Henry AS i Pietonen 8 
Camden F; 

Arthur Atkins a 

L. A. Hollander & Co. I “28 sisters 

Gilbert Elliott & Co., , oe 
Carolina Insurance 

J. Roy Prosser & Co., N. Y......... 

Arthur Atkins & Co., ’N. Se eee 
Chicago F. & M. 
Charles Sincere & Co., Chicago...... 
Commercial Cas. Ins. Co. 

Gilbert Eliott & Co., N. Y.C..... ar 
Continental Assurance 

Charles Sincere Co., Chicago. ..... 
Continental Cas. 

Charles Sincere & Co., Chicago. . 
Continental Ins, Co. 


Ibert Elliott & Co., N. ¥.C....... 
uitable Casualty & Surety Co. 
almer & Co., New York City....... 
Excess Ins. Co. of = «x 


J. Roy Prosser & Co., N. 
Gilbert Elliott & Co., N. Y. C 
Firemen’s Insurance Co. of Newark 
Miliken & Pell, Newark, N. J....... 
Henry G. Rolston & Co., N 
L. re Hollander & Co., Ni 
Arthur Atkins & Co., N. Y.........- 
Gilbert Eliott & Co., ’N. a 
Lewis & Co., ss, ¢ 
Franklin Fire (ex —. ss 
Arthur Atkins & Co., 
ERE DS CREO ers ae eg aware 


sesenee 





Bid 


2914 
29% 
2914 


39 
98 
89 
150 


580 
590 


25 
5 
21 


Offered 
30% 
30% 
30% 
30 

101 
92 
160 
615 
620 
26 
5% 
22 
62 
62 
150 


3844 
3 





(new) 


Insurance 


Assurance 





52 William St., N. Y. 





Franklin Fire Ins. 


stk. & rts. 


Insuranshares, Del. 
WHEN ISSUED 


National Liberty 
Amer. Equitable 


Irving Trust Co. 
National City Bank 


J.Roy PROSSER & Co. 


Dealers in Over-the-Counter Securities 
Hanover 7728 








Glens Falls 





New Amsterdam Cas. 











Arthur Atkins & Co., N. Y........ 64 66 Gilbert Eliott & Co., N. Y. C.......-. 86 88 
J. Roy Prosser & Co., oe at 644% 66 New York Casualty Co. 
Lewis & Co., Hart: 64 66 J. Roy Prosser & Co., N. Y.......-- 97 99 
Gilbert Eliott Sey BS kos Sica wee 64% 65% Lewis & Co., SS Eo eee 98 100 
Globe & Rutgers (new stock) Gilbert Eliott & Co., N. ¥.C......- 96 99 
Win Ge (50, SIMEON... 5 osc csccees 1530 1570 New World Life y 
Gilbert Eliott & OT ae 1530 1550 Charles Sincere & Co., Chicago...... 16 18 

Great American Ins. Co. Niagara Fire a 
L. A. Hollander & Co., ee Pasa 52 53 Lewis & Co., Hartford. .......005. 170 175 
J. Roy Prosser & Co., N. Y......... 51% 52144 + North River Ins. Co. 

Arthur Atkins & Co., NY Galite gate ers 52 54 Arthur Atkins & Co., N. Y.......... 170 190 
pe ere 51! 524% Pacific Fire 425 435 
Gilbert Eliott & Co., N A 52 54 Henry G. Rolston & Co., N. Y...... 

Hanover Fire (ex stock 4% Peoples National 41 44 
Arthur Atkins & Co., N. Y.......... 87 90 J. Roy Prosser & Co., N. Y......00. 42 43 
Lewis & Co., Hectiocd Mas wise aesicls 85 87 Henry G. Rolston & Co. eo N. Y...ee- 

Gilbert Eliott & Co., N. ¥.C........ 88 90 Presidential F. & M. 30 

Halifax Fire (ex rights) Charles Sincere & Co., Chicago...... 

J. Roy Prosser & Co., N. Y......... 35 37 Public Fire Ins. Co. 27% 28% 

Harmonia Ins, Co. (ex-rights) Miliken & Pell, Newark, N.J........ 

G. Roy Prosser & Co., N. Y......... 38 40 Yrovidence-Washington 
Arthur Atkins & Co., N. Y....... gers 39 42 Lewis & Co., Hartford.......sseeee5 920 935 
Home (N. Y.) ex Home aC Co. Republic Fire, ‘Pittsburgh 
. Roy Prosser & Co., N. Y......... 620 635 Henry G. Rolston & Co., N. Y...... 41 42 
Gilbert Eliott & _ > he Ree 620 626 Security Ins. Co. of New Hoven 
Lewis & ag “79 ONG Eee ein 605 610 Arthur Atkins & Co., N. Y.......... 122 128 

Hudson Cas. Ins St. Paul F. & M., Ins. Co. 

Gilbert Eliott & ro gic te Keerececes 8% 10 J. Roy — os 5 Ae 203 207 

Importers and ~ + Southern Suret 
Arthur Atkins & Co., N. Y.......... 118 124 Gilbert Eliott & Co., N. Y. C.. 46 48 
Gilbert Eliott & Co., ’N. ae 122 125 Stuyvesant 7 

Ins. Co. of North America J. Roy Prosser & Co., N. Y........- 415 425 
Lewis & Co., Hartford.............. 84 86 Arthur Atkins & Co., "N. Wecuive ures 415 ema 

Maryland Casualty Gilbert Eliott & Co., N. ¥. C....... 420 440 

BP nie Eliott = "Co. N. es ag Mid wie hisce 157 160 ° Heer ¢ G. apnea & oS ee’ aa 415 425 
issouri State Life (ex rights un Life 
Arthur Atkins & Co., N. Y........ 89 91 Lewis & eCo,, GEE o5.0ds c cheese 2500 2575 

National Liberty (new stock) U. S. Fire Ins. Co. 

Henry G. Rolston & Co., N. Y...... 37 38 Henry G. Rolston & oo» -*. Saeleie 130 135 
J. Roy Prosser & Co., | ee 36 37% J. Roy Prosser & Co., N. Y......... 130 134 
Lewis & Co., Hartford....... eoure ber 36 38 Lewis & Co., Hartford.............- 130 135 
Arthur Atkins & Co., N. Y.......... 36 38 Universal Ins. Co. 

National Surety (new stock) Arthur Atkins & Co., N. Y.......... 74 78 
Lewis & Co., Hartford............ >. sos 137 United States Merchants & Shippers 

National Union (Pittsburgh) (ex rights) J. Roy Prosser & Co., N. Y......... 485 500 

i JJ. Roy Prosser & apie tccSini-0 345 355 Henry G. Rolston & Se eae 485 500 
, Gilbert Eliott & Co., N.Y. C. 350 360 Virginia F. & M. 
* Rights ioe USahiemee sie OMe siasiaeeeaeee 38 41 Arthur Atkins & Co., N. Y.......... 137 144 
We wish to buy We wish to sell 
100 American 500 Consol. Indem. & Ins. 
100 American Constitution 100 Continental Casualty 
100 American Home 125 Great Amer. Indem. 
250 Carolina 100 Maryland Casualty 
15 Globe & Rutgers 50 St. Paul Fire & Marine 
400 Harmonia 100 Westchester 
50 Stuyvesant 75 U.S. Fire 


26 Exchange Place 
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GILBERT ELIOTT & Co. 


Members of New York Stock Exchange 


BOWling Green 1200 
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Miscellaneous Insurance 








J. Roy Prosser & Co., N. Y......... 137 
Westch Fire 

Arthur Atkins & Co., N. Y.......... 89 

J. Roy Prosser & a ee ae 89 


Aetna Conall and Surety 


Re ne ga Mavevencaeee 1925 
PR & Go. RIS <a 6- 6. 66. ascie.e we 1925 
etna Insurance Ee 
“Saning & Co., Hartford......... rg 820 
Lewis & Co., Hartford........222.2. 820 
Aetna Life Ins. Co... 
Conning & Co., Hartford............ 1355 
Lewis & Co., Hartford.............. 1355 
Automobile Insurance 
Conning & Co., Hartford............ 630 
Be CO FIAT cos occscccess 630 
Conn. General Life 
Conning & i Legg Daciae avis ddise 2250 
Lewis & Co., Hartford.............. 2250 
Hartford Fire 
Conning & Co., Hartford............ 1055 
Lewis & Co., Hartford.............. 1055 
Hartford Steam Boiler 
Conning & Co., Hartford............ 850 
SY Ae Se: ee ee 850 
National Fire 
Conning & Co., Hartford............ 1625 
Lewis & Co., Hartford.............- 1625 
Phoenix Insurance 
Conning & Co., Hartford............ 1050 
Lewis & Co., [oT RS ae 1050 
Travelers Insurance 
Conning & Co., Hartford............ 1950 
Lewis & Co., Hartford............-.. 1950 


NEW ENGLAND STOCKS 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston.... 25 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston... . 15 
Boston Iasurance (new stock) 

Chas. A. Day & Co., Inc., Boston.... 950 


Capitol Fire Ins. Co. 
has. A. Day & Co., Inc., Boston 


PURI s.< Li cckeecutacades eon xe 95 

COMUNE os 05 5.05 Fn cs Madly ee Stele 285 
Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 450 


143 


92 
91 


830 
830 


1380 
1380 


640 
640 


1070 
1070 


1650 
1650 


1060 
1060 


. (new) 
., Inc., Boston.... 170 


Chas. A. Day & 175 
Mass. Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston. ... 25 35 
New England Fire 

Chas. A. Day & Co., Inc., Boston.... 48 50 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.... 625 650 
Old Cieer = Insurance 

. A. Day & Co., Inc., Boston.... 270 
Providence Washin 
A. Day & , Inc., Boston... . 870 890 

Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 200 215 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc.. Boston.... 48 50 


JOHN T. HORAN PROMOTED 
Made Assistant Secretary of America 
Fore Group 
Ernest Sturm, chairman of the boards of the 
Continental, Fidelity-Phenix Fire Insurance 
Company and other members of the “America 
Fore” group has announced the appointment of 
John T. Horan, formerly agency superinten- 
dent of the New England and New York de- 
partment of the companies, as assistant secre- 
tary in charge of this department, under the 
supervision of Vice-President W. F. Dooley. 
Mr. Sturm also announced that LeRoy T. 
Brown, special agent of the companies for East- 
ern New York during the past six years, has 
been made agency superintendent of the New 
England and New York department, and that 
Arthur A. Nelson, formerly examiner of the 
suburban department, has been made manager. 














tive stocks of its type. 





WE RECOMMEND 
UNIVERSAL INSURANCE COMPANY 


of Newark, N. J. 


We wish to direct your attention to this attractive investment opportunity. 
this Company have increased steadily during the past five years. With dividends at the rate of 
$3.50 per share, yielding at current prices about 414%, liquidating value of about $66.00 per 
share and a market value of about $78.00 per share, this appears to be one of the most attrac- 


PREMIUMS WRITTEN 1926 
PREMIUMS WRITTEN 1927 
PREMIUMS WRITTEN 1928 


eee ee $ 829,097 


Weird deal ai qcore ooaietaretar area 1,825,845 
Inquiries respectfully invited 


G. W. FANNING COMPANY 
Specialists 

BANK AND INSURANCE COMPANY STOCKS 
25 BROADWAY, N. Y. C., N. Y. 


The earnings of 


941,760 


Bowling Green 8902-9 

















WE RECOMMEND 


National Surety 
Westchester 


44 Wall Street 
New York City 


Beekman 1663 








McKINLEY & COMPANY 


Members New York Stock Exchange 











Specializing 
in 


NEWARK 


INSURANCE 
STOCKS 


MILLIKEN & PELL 


9 Clinton Street 
NEWARK, N. J. 


N. Y. Phone 
Bowling Green 6489 


Newark Phone 
Market 0873 





























RESIGNS INDEPENDENCE FIRE 
A. B. Roome Has Not Yet Announced 
Future Plans 


PHILADELPHIA, PENNA., March 18.—The 
resignation of Vice-President A. B. Roome was 
announced to-day by Charles H. Holland, presi- 
dent of the Independence Fire. Mr. Roome had 
joined the company in 1924 when its control 
was assumed by the Independence Indemnity. 

Corroon & Reynolds is expected to shortly 
become actively interested in the management 
of the Independence Fire through purchase or 
control of fifty-one per cent of the stock of 
the company. Corroon & Reynolds recently 
acquired a substantial interest in the parent 
company, the Independence Indemnity. 


MAYFLOWER FIRE AND MARINE TO 
EXPAND 


Capital to Be Increased to $1,000,000 

Stockholders of the Mayflower Fire and Ma- 
rine Insurance Company, Newark, at the an- 
nual meeting held Tuesday afternoon, voted 
to increase the capital stock of the company 
from $100,000 to $1,000,000, divided into 100,- 
000 shares of the par value of $10 each. It was 
also voted to amend the certificate of incor- 
poration of the company to write use and oc- 
cupancy, windstorm and tornado, frost and 
freeze, general motor vehicle, cargo, inland ma- 
rine and water damage insurance as author- 
ized by subdivisions 1, 2 and 12 of article 1 
of the General Insurance Act, when and as the 
additional capital is paid for. 


SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
9th & OLIVE STS. ST.LOUIS, MO. 








Admitted Assets 


$11,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 








| Let the Southern Serve You 

















29 








March 21, 1929 


THE SPECTATOR 
























“T see Joe Jenks has been nominated as president of the Busi- 
ness Men’s Club. Are you going to vote for him?” 

“Sure thing. Any man who knows enough to contract with Re- 
liance Life and sell Perfect Protection shows initiative and good 
judgment, and he’ll make a success of the club, too.” 





















NEW SHENANDOAH POLICIES 


An added source of income to you and a new 
way of instilling ideas of thrift in the men and 
women of tomorrow. ; 


CHILDS’ POLICIES 


They go into full benefit at the age of 5. With 
these new policies, you can offer your clients 
absolutely the latest, most modern and com- 
plete insurance program for children. 


Write us for information. 


CHARLES E. WARD, Agency Manager 


SHENANDOAH LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


R. H. ANGELL E. LEE TRINKLE' W.L. ANDREWS 


President Vice-Pres. Secty.-Treas. 


(Former Governor of Virginia) 

















HEALTH and ACCIDENT 
SALESMAN 


As its name implies, this book is a practical 
manual for the use of the field man. It is just what 
insurance companies and general agents have been 
seeking for themselves and their representatives. 
Agents and brokers individually will find that the 
material it contains will put money in their pockets. 


THE HEALTH AND ACCIDENT SALESMAN points out 
that the possibilities of insurance salesmanship as a 
career, outlines methods of selecting and approaching 
prospects, explains how to make and close the sale 
and shows how to render follow-up service to policy- 
holders. 

Health and accident insurance is a form of protec- 
tion that is constantly growing more important. The 
man who knows the product, understands the market 
and is able to use convincing arguments will succeed 
in selling it and will reap the reward in large com- 
missions. THE HEALTH AND ACCIDENT SALESMAN 
teaches you how to do this. The book is bound in 
handsome heavy cloth, pocket size, and costs only 
50 cents. Discounts for quantity orders. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





































A POLICY YOU CAN SELL! 
Our Company offers complete protection 
$5,000 
ALL IN ONE POLICY 


Ay mate GAR, 6 occ sneer vdcdear veces $ 5,000 
Amy acchGemtal Gemti... ic... ccccscecsesass 10,000 
Certain accidental deaths................ 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 

Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


a INQUIRE! 


New Hampshire 
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Never Say Fail 


By Wirtttam C. Morton 


Agent, National Life and Accident Insurance Company, Nashville, Tennessee 


Fail” should be burned into the minds 

and life of every ambitious debit man. 
No man is ever defeated who refuses to 
acknowledge it. That this is true can be proven 
from the lives of great men in every walk of 
life. It was this inspiration that caused George 
Washington to stand “by his guns” with his 
men at the time of Valley Forge when he 
and his men were paying for the liberty that 
we now enjoy by the blood that made the 
snow a crimson color. It made him immortal. 
It won our independence and made America 
indeed the “home of the free and the brave.” 
It was this mental attitude which has been 
responsible for every progressive step that 
we as a nation have taken. It has created for 
every man who ever amounted to anything a 
feeling of self respect that could not possibly 
be estimated. There can be no doubt about this. 


yi HE above three words “Never Say 


Poverty No DrAwBack 

The story is told of a cotton factory worker 
many years ago by the name of Lucy Larcom 
who was also the author of “New England 
Girlhood” that she knew the meaning of the 
caption which heads this article, and no more 
beautiful story has ever come to my attention. 
She did not know and would not allow herself 
to know the meaning of the word failure. She 
was determined to be somebody and she was. 
It is said of her that when she was working 
in the cotton factory at the age of thirteen 
or fourteen, that she obtained permission to 
tend some frames that stood directly in front 
of the windows looking off on the beautiful 
and historic Merrimac River, and she made 
her window seat into a veritable library of 
poetry—pasting its sides all over with clip- 
pings and various small verses from the minds 
of great poets. She was determined that she 
would never know the meaning of the word 
failure and that she would “Never Say Fail” 
and by this clever method, she could look at 
and even learn by heart things noble and in- 
spiring without ever being in any way a hin- 
drance to her work. No wonder that a woman 
of that type could produce such a volume as 
“New England Girlhood.” That same never 
say fail, determined attitude would revolutionize 
the life of the average debit man and would 
also make him have an appreciation of the 
work in which he is engaged. We need the 
so-called “bull dog tenacity” in the insurance 
business the same as anywhere else. It was 


this never say fail attitude that has made all 
great men and women who have recorded their 
names on the pages of history. It is present 
in the life of every successful man and absent 
in the life of every failure, It will stand by 
any mary who really wishes to accomplish 
something really worth while. I like the senti- 
ment of the little poem I learned at school, 
which was as follows: “If a task is once begun, 
never leave it till its done, be the labor great 
or small, do it well or not at all.” This is 
the thing that always spells success. 


DETERMINATION NEEDED 

Edward Everett said that he admired and 
even venerated the resolute purpose and un- 
swering determination, the “never say fail” 
attitude of young Elihu Burritt, which enabled 
him to accomplish such wonders as he did 
under such trying circumstances as he did. 
“Tt is enough,” he said, “for any one who has 
good opportunities for education to hang his 
head in shame.” In the recent great snow, 
which has covered almost the: entire country 
and especially the South in which I happen to 
dwell, there has just come to my attention 
an example of the never say fail attitude on 
the part of a city school teacher who lived 
six miles from the city on a farm. In the 
morning when she got up to go to her school 
room, she found that the busses were unable 
to operate, street cars were tied up on the 
tracks and every means of transportation was 
at a stand still, and she was faced with one of 
two problems, either stay at home and be absent 
from her school room duties as a_ teacher, 
or else walk the six miles to her school. She 
chose the latter and when the time for “books” 
arrived, she was there after having walked 
six miles through snow that was almost waist 
deep. She did not know the meaning of the 
word failure and it would be such a fine attitude 
for every debit man to get. If all men who 
are carrying a debit would be just as anxious 
to pay the price of success in getting new 
business and preventing lapses as they are in 
making their regular collection “rounds,” our 
increase would be very much larger than it 
is now. We must be so determined in making 
a success of the business that we will not 
let the weather and a thousand and one 
other things interfere with our business. 
Never say fail, and you will not. There is 
positively no way to keep a man down who 
will not stay down. The man who has a 
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resolute purpose, a determined will, a change- 
less attitude when it comes to “hitting the 
ball,” will be able to write new business, get 
good collections, make creditable increase, write 
ordinary, and a reasonable amount of health 
and accident insurance. There can be no doubt 
about this. The man who makes a record is 
the man who “Sees them, tells them and sells 
them.” Never acknowledge defeat. Never let 
a prospect think that he has “beat” you at 
your own game. Never give up. Tackle the 
hard prospects just after you have been able 
to make a big sale. If you sell an ordinary 
for five or ten or twenty-five thousand, then 
while your enthusiasm is at the boiling point 
and while you are still feeling able to “tell the 
world,” tackle those prospects who have been 
almost hepeless and the chances are you will 
be able to close them. There is nothing more 
contagious than enthusiasm, and when some 
good prospect has filled you full to the overflow 
point by taking a nice lot of insurance, go 
and expose yourself to some of the hardest 
prospects. Some of the biggest sales I have 
ever made have been the result of letting 
my prospects catch the vision I had by what 
I had recently been able to accomplish. Only 
this week, I was out canvassing and wrote 
one ordinary application every day and one 
casualty, along with a good showing in indus- 
trial every day, and the last place where I 
called and sold one industrial and one ordinary, 
the lady of the house asked me if I found it 
difficult to sell ordinary and it was a pleasure 
for me to tell her that her application made 
my production average even one a day thus 
far that week. She became interested in what 
I was doing and gave me some prospects that 
I will be able to sell because she caught the 
enthusiasm I had from closing a real heavy 
policyholder a few days before that time. 
Never say fail, fight like a man, be a gentleman 
at all times, do the square thing by every per- 
son you come in contact with, treat everybody 
fair and square and never allow yourself to 
think that you are on the down grade, and work, 
and you cannot fail, provided you have a 
sufficient knowledge of your business. But the 
ignorant man will always fail. 


OPPoRTUNITIES OPEN 


If you think you are engaged in the hardest 
business in the world, and you are, congratulate 
yourself that you have something to do that 
will really develop you in a big way. No 
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weakling can succeed on the debit. Men who 
make good as debit men will succeed in any 
calling, in a measure, to say the least of it. 
But because you are engaged in something that 
is a little difficult, do not get discouraged 
because you still have many opportunities. 
Never say fail. Just bear in mind the story 
of a glover’s apprentice in Glasgow, Scotland, 
who was said to be so poor that he did not 
even have a candle or a fire, but he would 
not say fail. How many debit men would 
fall down under such circumstances? But it 
is said that he would study in the street by 
night under the light of the shop windows, and 
when the shops were closed, he would climb 
a lamp post, hold his book on one hand, and 
hold onto the lamp post by the other. This 
poor boy, with less chance than almost any 
debit man in the world, and in spite of his 
poverty and hardships, which would have dis- 
heartened the average man, became the most 
eminent scholar of his country. I wonder why 
this was true. And there can be but one 
answer, and that is, he was determined to 
never say fail. It was not in his vocabulary. 
He would not think about failing. He was 
thinking on better subjects, and was headed for 
success. No wonder he got there. Any man 
with such a determination as that will get there. 
They have always done so, and always will. 
Never Say Fail. 


JEAN Paut RICHTER 


If you get “blue” and depondent over the 
opportunities you have in the greatest business 
in the world, just recall the story of the 
famous young German boy, Jean Paul Richter, 
who thought it a great boon to be allowed 
to copy books he never expected to be able 
to buy, from his good pastor. He copied every 
bit of time that he could, for four long years, 
until at the end of that time he had a very 
fine library of his own. How could you keep 
such a boy as that from plucking the fruit 
called success from the tree of opportunity? 
He never knew the meaning of failure. He de- 
termined to go to college at Leipzig. He had 
no money and no friends there. But he hoped 
to get a chance to teach, but still there were 
many other poor boys there for the same 
purpose. He was not only very poor and very 
shabbily dressed, but he was very timid and 
did not know what to do. He wrote his mother, 
“T cannot freeze, but where shall I get wood 
without money?” and his poor mother, who was 
also very heavily in debt, was always able to 
get a little money together for her son. Tle 
finally wrote his mother that if she would 
send him eight dollars that he would never 
ask her again for more. And all the while 
he was having this hard struggle, all this 
time that he was determined to never say fail, 
and all the while it seemed to stare him in 
the face, he was writing a book, which he called 
“Eulogy of Stupidity.” He sent it to a book 
publisher and waited months and months for 
an acceptance which finally proved to be a re- 
jection. He spent six months writing another 
book, “Greenland.” He had gained courage 


with defeat and was still saying “Never Say 
Fail” and now went personally with his precious 








roll to every publisher in Leipzig, but all of 
them refused it. What would the average 
debit man do if his business were as hard to 
sell as that of young Richter? Would he say 
fail, or would he keep on keeping on? What 
would his answer be? Would he give up and 
quit and then advise his friends that “there 
is not much to the insurance business, anyway,” 
or would he never acknowledge defeat? His 
answer would either make him a howling suc- 
cess or a miserable failure. 

Finally, he sent it to Vass in Berlin. And 
then one day while he was cold and hungry, 
for he had no fire, a letter came from Vass 
offering him $70.00 for the manuscript. It was 
the greatest thrill of his entire lifetime and 
why should it not be? His day had arrived, but 
still there were things that kept trying to 
make him say fail and admit that as a writer 
he was a “flop,” and was doomed to failure. 
His second and third volumes were returned, 
and the publishers finally refused all that he 
tried to write. And that is the dividing line 
between success and failure. That is where 
the average man crosses the Rubicon, and 
where he either heads toward success and hap- 
piness which are both at the same destination, 
or else goes into oblivion. Troubles con- 
tinued to pile upon him and until finally he 
was forced to return home where he put his 
desk in the same room with all his little brothers 
and sisters and where his mother was barely 
able to eke out a mere living, but yet the entire 
family was determified that they would never 
say fail and they never did. At this time 
Richter wrote: “What is poverty that man 
should whine under it? It is but like the pain 
of piercing the ears of a maiden and you hang 
precious jewels in the wound.” Finally, the 
discouraged young man made a hit with his 
famous book, “The Invisible Lodge,” which 
paid him $226.00, and he rushed $70 of it to 
his mother. Another great day had dawned 
in his life and he was more determined than 
ever to never say fail, although it seemed that 
every thing was against him. His story could 
be gone into in detail, but just enough has been 
given to show that there is no earthly excuse 
for any man who is engaged in the industrial 
insurance business ever having any necessity 
for acknowledging defeat because there are 
greater opportunities for service in the business 
in which we are engaged than in possibly any 
other business in the whole world. The man 
who causes people to buy even a five cent 
policy has been able to make those people his 
benefactor and when he has gone the way of 
all the earth there will be people who will 
rise up and call him blessed, because he would 
not acknowledge defeat. Be that type of man 
and remember the words of Lowell: “The only 
conclusive evidence of a man’s sincerity is that 
he gives himself for a principle. Words, money, 
all things else, are comparatively easy to give 
away; but when a man makes a gift of his 
daily life and practice, it is plain that the 
truth, whatever it may be, has taken possession 
of him.” Stay with it, work all the time, 
never say fail, and success will be yours. A 
million examples very strongly verify this state- 
ment. 
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The First Thousand Dollars Is the Hardest 

It is easier to write the man who has life 
insurance than the man who has none. 

The possession of life insurance creates a 
feeling of satisfaction and security. 

The man who is sold on life insurance will 
tell you that he wishes he could carry more. 

Ownership becomes a habit. A man 
wonders if he can afford an automobile. He 
has his doubts, but he takes a plunge and buys 
a flivver. Next year he trades it in for a 
higher priced model. He finally becomes an 
automobile fancier and each car he buys is big- 
ger and better. Same principle holds good in 
almost any commodity. 

It applies to life insurance too. 

The man who has none thinks he can’t afford 
it, but after he gets his first policy he finds 
that it is not the burden that he thought it 
would be. 

It is not added to his cost of living. It has 
merely caused him to save money which he 
would have otherwise spent. 

It suddenly dawns upon him that the premi- 
um he paid is money placed to his credit. He 
has saved that much and never missed it. His 
viewpoint toward life insurance changes, he 
realizes that it is a good investment and he 
adds to his coverage from time to time. That 
is about the usual course that most men fol- 
low. Those who are heavily insured didn’t 
take it all at the beginning. They started with 
a small amount and then added to it in larger 
amounts. 

The man who takes a thousand at first will 
often make his second application for two 
thousand or three or five. 

But the first thousand dollars is the hardest. 
Sell hint the first ad you’ve got him sold. 

Watch the young men who are ready for 
their first policy. Think of all the young peo- 
ple who start to work every year. That’s the 
time to start them, when they strike out for 
themselves. 

They are ready for more when they get 
married. Increased responsibility brings need 
for increased protection. 

Get them started. Make your prospects you 
clients.—The Western and Southern Field News. 


Wallmann’s German Insurance Almanac 

The 1929 edition of Wallmann’s Deutscher 
Versicherungs-Kalender has just been issued. 
This volume, printed in the German language 
and now in its sixtieth year of issuance, con- 
tains statistics and information concerning all 
types of insurance and insurance companies 
operating in and from Germany. The book 
embraces 1211 pages of material and is a com- 
plete exposition of the business transacted by 
German companies. 


Holds Sales Conference 

Harold Holt & Co., Providence, held a get- 
together and educational sales meeting on 
Monday for agents, brokers and the direct staff 
with more than sixty present. Among the 
speakers were: Harold Holt, James Ira 
Shepard, attorney, Boss, Shepard & McMahon, 
legal counsel; Robert S. Burlingame, deputy 
insurance commissioner of Rhode Island; 
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New Development in British Industrial 
Insurance Practice 


OR a considerable number of years Brit- 
K ish life insurance companies transacting 

industrial insurance had been suspected 
by the public of owing much of their consider- 
able prosperity to the profits made on lapsed 
policies, the attitude of the public being consid- 
erably accentuated by a very virulent campaign 
carried on against the industrial companies in 
certain popular publications with a wide circula- 
tion. That there were some grounds for this 
accusation was generally tacitly admitted, but 
the anomalous situation was righted in 1923 by 
legislation, when the government put the Indus- 
trial Assurance Act on the statute book and it 
became obligatory on the companies to grant 
free policies, on forfeiture, in respect of all in- 
dustrial policies after five years’ premiums, and, 
in some instances, after three years’ premiums, 
had been paid, though the companies were given 
until June, 1928, to prepare for this change in 
practice. 

The largest of all the British companies in 
the industrial life insurance field is the Pruden- 
tial, which anticipated the provisions of the 
law some time before this became necessary and 
granted free or paid-up policies after only three 
years’ premiums had been paid. However, the 
company has now gone one better by announc- 
ing that free paid-up policies will be granted in 
respect of all industrial life insurance policies, 
provided the age of ten has been attained, after 
one year’s premiums have been paid, where the 
policyholder is unable to continue paying the 
premiums. On such free policies becoming a 
claim by death or maturity of endowment it is 
guaranteed that the total amount payable will be 
at least equal to the proportion of the sum as- 
sured which the number of years’ premiums 
bears to the total number payable. 

This is a particularly interesting move because 
it is the usual practice here that companies 
transacting ordinary life insurance business will 
not issue paid-up policies until two years’ premi- 
ums have been received and is all the more note- 
worthy because the cost of getting industrial 
life insurance business is proportionately much 
higher than in the case of ordinary life cover. 

As far as the Prudential is concerned it is 
obvious that there is no longer ground for 
criticism of industrial insurance as a means of 
accumulating wealth at the expense of those of 
the operative class who through illness or lack 
of employment cannot keep up their premium 
payments. The company is stated to have re- 
duced its working costs from 40.5 per cent to 25 
per cent in the last eight years, and this is at- 
tributed to a reorganization scheme which has 
permitted very large economies to be effected. 
The reduction of operating costs has also al- 
lowed it to offer its industrial policyholders a 
system of bonuses on similar lines to those com- 
mon to companies transacting ordinary life busi- 
ness, while it has also an arrangement in 
operation whereby payments of all whole-life 
and endowment policy premiums cease on the 
insured attaining the age of 75, provided that 


twenty-five years’ premiums have been paid. 

The Prudential is thus offering such advan- 
tages to the industrial insurer that it is obvious 
all the competing companies will have to come 
into line if they desire to compete for new 
business, and announcements to this effect may 
shortly be expected. It is certain that this 
step just taken is the most notable one in the 
development of industrial insurance that has 
been taken for many years. 


Northwestern National Plans for Agency 
Meetings 

Meeting places and dates for the three re- 
gional conventions which the Northwestern Na- 
tional Life of Minneapolis will hold in Au- 
gust have been decided upon. Each of the 
three locations will afford excellent facilities 
for the programs of recreation and education 
combined that will make up each of the three 
meetings. 

The central regional convention, which will 
be attended by agents from Minnesota, North 
Dakota; South Dakota, Nebraska, Iowa and II- 
linois, will be held at Breezy Point, Pequot, 
Minnesota, August 12 to 16. 

The western regional convention, for agents 
from Montana, Idaho, Washington, Oregon, 
California, Colorado, Wyoming, Kansas, Texas, 
and Oklahoma, will meet at Troutdale-in-the- 
Pines, near Denver, Colo., August 22 to 24. 

The eastern regional convention, to which will 
go agents from Michigan, Indiana, Ohio, Penn- 
sylvania, New Jersey, North Carolina, Ken- 
tucky, Tennessee, Virginia, and West Vir- 
ginia, will gather at Cedar Point, on Lake Erie, 
August 28 to 30. 

The three regional conventions, although held 
in the same month, are set for different dates, 
which will allow a “flying squadron” of home- 
office officials to be present at all three. 


Federal Tax Practice 

The proper presentation of federal tax ap- 
peals has grown in importance in recent years, 
and has resulted in systemitization of such ap- 
peals. To facilitate the work of handling con- 
tested tax cases before the United States Treas- 
ury, the Board of Tax Appeals and the Federal 
Courts, a book entitled Federal Tax Practice 
has been written by Robert H. Montgomery, 
C. P. A., assisted by J. Marvin Haynes, Russell 
F. Magill and James O. Wynn, and published 
by the Ronald Press Company. Mr. Mont- 
gomery is the author of Income Tax Procedure, 
and works on auditing and finané¢ial principles 
and practice. He is one of the foremost au- 
thorities on technique of practice before the 
bodies above named, and he has prepared this 
valuable manual particularly for the use of 
lawyers, professional accountants and others 
concerned with the preparation and presenta- 
tion of unsettled cases. The book deals with 
the proper handling of contested cases and cov- 
ers the latest requirements of procedure in han- 
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dling such cases before the Federal bodies above 
named. This work contains numerous appen- 
dices and is thoroughly indexed to facilitate 
ready reference to cases, sections of the law, 
decisions, etc. The book contains over 750 
pages and sells at $10 per copy. It may be 
ordered through The Spectator Company. 


LINCOLN NATIONAL MEETINGS 
Agency Gatherings at Kansas City and 
Amarillo 

Representatives of the Lincoln National Life 
Insurance Company from Missouri, Kansas, 
South Dakota, Nebraska, Colorado, Oklahoma, 
Illinois, and Iowa were in convention March 11, 
12 and 13 at the Kansas City Athletic Club. 
Vice-President Walter T. Shepard headed a 
delegation of home-office representatives, who 
directed the convention activities. Tuesday 
night, at the annual banquet, Dr. Burris A. 
Jenkins, a noted local speaker, made the prin- 
cipal address. Miss Lola Belle Shackelford, 
local pianist, was a guest artist. Mr. Shepard 
acted as toastmaster. At the banquet honors 
were paid to the Minute-Men of the Missouri 
Valley, and other representatives who had made 
unusual achievements during the past year. 

The daily sessions of the convention included 
addresses by Manager of Agencies A. L. Dern, 
Superintendent of Agencies R. D. Holt, Medical 
Director W. E. Thornton, Assistant Superin- 
tendent of Agencies W. T. Plogsterth and by 
J. P. Sullivan of St. Louis. Paul R. Schweich, 
manager of the Kansas City office acted as host. 

The preceding week a similar convention 
was held at Amarillo. The program at the 
banquet at the Texas meeting was broadcast by 
radio station W. D. A. G. The principal speak- 
ers were Vice-President Shepard, Colonel 
Ernest Thompson, State Manager O. D. Doug- 
las and Reverend C. Buckner. Colonel Thomp- 
son is the owner of a large chain of hotels cen- 
tering in Amarillo. Rev. Buckner is a cele- 
brated local orator and life insurance advocate. 
Little Miss Dorothy Rittenberry, daughter of 
the host, Charles B. Rittenberry, local manager, 
sang delightfully. 

Dancing, movies, prize presentations and a 
splendid orchestra were other features. States 
Manager Douglas was presented with a very 
fine watch by his co-workers. The Minute-Men 
of Texas were seated at the speakers’ table and 
were especially honored. 

The three-day convention at Texas was un- 
usually colorful because it coincided with the 
date of the Cattlemen’s convention at Amarillo. 
The meetings were held at the Herring Hotel 
and approximately sixty agents were in atten- 
dance. Manager of Agencies A. L. Dern took 
the subjects, “The Business of Life Insurance,” 
and “The Emancipator Policy.” Dr. W. E. 
Thornton spoke on “Disability.” R. D. Holt 
discussed “Planning the Day’s Work” and 
“Business Insurance.” W. T. Plogsterth talked 
on annuities and on the Salary Savings System. 
The Salary Savings System has been particu- 
larly successful among the Texas agencies of 
the Lincoln National Life. 








Industrial 
Insurance Section 


THE Greci Are 


Thursday 








Importance of Self-Analysis 


In one of his recent talks to his men in the 
field, Vice-President Walter T. Shepard of the 
Lincoln National Life Insurance Company, con- 
cerning self-analysis, said: 

A successful producer once attributed his suc 
cess almost wholly to his practice of having a 
showdown with himself every Monday morn- 
ing. He would take a look at himself and ask 
himself questions. He would never permit him- 
self to get into the rut of self-satisfaction but 
would ever urge himself ahead and be his own 
severest critic. 

A practice of that sort might be splendid 
for all of us. We might ask ourselves if we 
are getting into a rut, or if we are using all 
our potential initiative and enterprise to forge 
ahead. 

We might ask ourselves whether or not we 
are making conscientious efforts to increase our 
knowledge of our field and of our job. Some 
of us take but small advantage of the oppor- 
tunities open to us for mental development. We 








Prudential Superintendent Observes 
Twenty-Fifth Anniversary 

Business associates and civic leaders will be 
joined on Tuesday, March 19, in observing the 
thirty-fifth anniversary of Albert I. Schulte, 
superintendent of the South Orange district of 
the Prudential Insurance Company of America, 
as a field representative of that organization. 

A special business meeting will be held in 
the afternoon, to be followed by a reception at 
6:00 o’clock. At 6:30 the Prudential veteran 
will be given a dinner at the Suburan Hotel, 
East Orange. 

Among those who will attend the dinner are 
the following: Representing the Prudential’s 
home office, Newark—George W. Munsick, 
vice-president; R. H. Bradley, treasurer; 
George H. Chace, assistant secretary; B. L. 
Worthington, supervisor; F. A. Mansfield, 
manager Division M, in which South Orange 
is located, and Victor Barber, assistant man- 
ager Division M. 

Representing South Orange—George H. 
Becker, president of the village, and George 
Garrabrant, vice-president of the Saving and 
Investment Trust Company. 

Representing the Prudential field force— 
Superintendents M. H. Linnell, Paterson No. 1; 
G. D. Freeston, Irvington; C. Boni, Hacken- 
sack; W. H. Riker, Newark No. 2, and L. G. 
Struble, Newark No. 3. Also Doctors G. E. 
Valter, Charles McArthur and A. E. Tator, 
medical examiners. 








WANTED 


actuary capable of establishing actu- 
arial and statistical department for an 
Industrial Life Insurance Company. 
Present premium income $1,500,000.00 
and 170,000 policies in force. Per- 
forated card system (Hollerith) will 
be used. State salary expected and 
when service available. 


Home Friendly Insurance Co. 


Baltimore, Maryland 
Charles H. Taylor, Secretary 














do not study insurance courses, sales magazines, 
books, and papers with the idea of applying 
such helpful information to our work. 

We might ask ourselves if we are increas- 
ingly good representatives of the institution of 
life insurance, of our company, and of our best 
selves. The people we meet judge all three by 
the impression we make, by our words, our 
attitude, and by our appearance. 

We might ask ourselves if we really and 
truly are putting into our work the utmost of 
our effort and enthusiasm in servicing our pol- 
icyholders and making the most of our poten- 
tial possibilities. Unless we mobilize our abil- 
ities in enthusiastic, dynamic earnestness, our 
satisfactions are sure to be limited. 

We might finally ask ourselves if we are 
making the most of the specialties that this 
company has for us. For after all that is who 
they were made for just for us and 
it’s up to us to use them. 


Reliance Life Appointment 

Major W. L. Baldwin, inspector of agencies 
for the Reliance Life Insurance Company in the 
Middle West, announces the appointment of 
M. D. Lewis as manager of the Fort Worth of- 
fice. Mr. Lewis goes to Fort Worth with a 
splendid production record behind him. He has 
been the leading producer of the San Antonio 
office of the Reliance Life for several years 
and his paid production for 1929, year to date, 
is $425,000. Mr. Lewis is forty-eight years of 
age, married, and has two daughters in school 
at Columbia, Mo. Mr. Lewis has a law de- 
gree from the University of Michigan. The 
Reliance officials are enthusiastic in their pre- 
diction of a splendid success for Mr. Lewis in 
Fort Worth. 


New House Organ 

SAN Francisco, Cauir., March 8—The As- 
sociated Insurance companies have commenced 
the publication of a house organ for the agents 
and employees of their various companies. It 
is known as “Associated News” and is to be 
published each month. Volume 1 Number 1 
is just off the press. The cover shows a pic- 
ture of the building of the Associated Insur- 
ance Fund, Inc., the holding company, at 332 
Pine street, San Francisco, with an insert of 
C. W. Fellows, president and founder of the 
companies. 


rights. 
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Joins Curtin & Brockie 
William J. Gilmartin has been appointed man- 
ager of the new life department of Curtin & 
Brockie, an affiliated company of Johnson & 
Higgins, Philadelphia. The new department 
will be officially opened on April 1. 





Wanted 


Underwriters who know the best 
in Disability Coverage when they 
see it should get in touch with us. 
We have some valuable territory 
open in Pennsylvania, Michigan, 
Indiana, Illinois Missouri and 
California. 

Our policies feature a full line of 
non cancellable “Gold Seal,” 
Forms, Non Medical, First Day 
Protection if desired. 

Progressive Agents Will Write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 








A HAPPY CHOICE 


In considering a life insurance career, 
one may be somewhat in doubt as to 
which company to choose. As a man 
looks carefully over the life insurance 
field, he sees a number of institutions 
with which any agent might feel proud 
to be associated, but we do not believe 
that he can find a company more 
worthy of his confidence and esteem 


than the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 


ters of Insurance in Force 








Scranton - Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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